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The VOICE of the TRADE 


ET’S start at the beginning: 
St. Crispin was a_ shoe- 
maker, and that was the 
reason for his selection as the 
patron saint of the craft. His 
Brother, Crispianus, goes with 
him side by side down through 
history, and so may have been the 
leather men, for all we know. 
They were charitable saints, with 
rather queer business ideas. They 
stole leather and from it fashioned 
shoes for the poor. That isn’t so 
far-fetched a habit of the trade, 
for today’s leather is at the tan- 
ner’s loss and when made into 
shoes—the public’s gain. The 
brothers Crispin met a saintly end 
by being boiled in oil. They left 
one admonition to the craft of 
shoemakers: “Live and labor in 
shoes and try not to perish by 
them.” 

Therefore, we in turn dedicate 
these pages to the craft of shoes. 
As the tongue of the shoe wags 
we will learn those things of in- 
terest to all men in shoes and 


leather. 
* * 


HOE production in the United 

States declined nearly 16 per 
cent last year; and to date, in 
1931, the making of shoes has 
been off from 1930’s totals. Ob- 
viously, there has been curtailed 
purchasing power, but even at 
that, shoes do wear out and must 
be replaced. Fewer shoes at lower 
prices! The next quarter—April. 
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May and June—should change the 
picture, for if every man, woman 
and child bought one new pair of 
shoes in this period, we could tell 
the rest of the world that the shoe 
industry is the first to show a rise. 


HE colossus of _ shoes, 

Thomas Bata of Klin, 
Czechoslovakia, known through- 
out Europe as the “Yankee of the 
Czechs,” is becoming merger- 
conscious. Our cable indicates 
that he is negotiating with his 
chief competitors and hopes to 
take over the shoe factories of 
Busi Schuhfabriken A. G. and 
Karl Budischovsky and Soehne of 
Trebitsch—which are owned by 
the Consortium of the Moravian 
Bank. Bata has offered 42,000,- 
000 crowns (approximately $1,- 


250,000) for the Budischovsky 


faciory and 33,000,000 crowns 
($99,000) for the Busi factory. 
In case an agreement is reached, 
Bata will. probably reorganize his 
firm and convert it into a share 
company with a capital stock of 
100,000,000 crowns ($3,000,000). 
He intends to “finance the matter 
without the assistance of a bank.” 
Eight years ago he was making 
1800 pairs of shoes a day. Today 
it is reported his daily output is 
90,000 pairs of leather shoes, 
40,000 pairs of rubber shoes and 
4000 pairs of slippers. 

In shoes, he is the talk of all 
Europe—and no small whisper in 
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the United States when he says 
that he is looking forward to a 
time when he “can sell a good 
pair of shoes at less than sixty 
cents per pair.” 

x x * 


OOT Health Week has a par- 

ticular historical application 
to the trade as well as a practical 
profit and prestige worth. It was 
on April 19, 1776—Patriot’s Day 
—that Abendigo Ramsdell, a Lynn 
shoemaker, ran from Lynn to 
Lexington (over a dozen miles) to 
participate in the scrap heard 
around the world. This year, with 
April 19 on Sunday and actual 
Foot Health Week opening on 
Monday—with the famous Boston 
Marathon—we qualify 100 per 


cent in having picked that day to 
start a national shoe week. On 
the radio, in the newspaper, in the 
window and in the store, for that 
week—FEET FIRST. 


* * * 


WO elderly women, some 

time ago, stepped into John 
Slater’s store on Fifth Avenue and 
spent thirty minutes at the findings 
counter looking at shoe laces. No 
purchase was made, but about a 
inonth later. they returned. This 
time they asked if it were pos- 
sible to get a lace of a shorter 
size. When told that it had to be 
factory-made and the store must 
put in an order for at least a 














dozen, and because of the odd size 
perhaps the customer would take 
the dozen lot—no sale was made. 
But another half hour was spent 
in talking about the goods. Then, 
the day before- Christmas, two 
elderly ladies came in and, after 
30 minutes deliberation, made the 
purchase of one pair of laces. 
They asked that a bill be sent, and 
because the Slater store is cour- 
teous to the extreme, the bill went 
through the office, in the course of 
time payment was made and re- 
ceipt asked and sent. 

Now the story can be told. One 
of the customers was Ella Wendel, 
last of the famous line of Wen- 
dels, leaving over $100,000,000 
and the world-famous estate at 
Fifth Avenue and 39th Street. 


*x* *« * 


HE United States Tariff 

Commission found out that it 
bit off more than it could chew 
in its attempt to revise down or 
up the boot and shoe schedules. 
The Commission had hoped to 
solve the problem on March 25, 
but now it finds it needs two 
months more study of foreign 
competition, production costs and 
comparative values. It also dis- 
covered that it cannot toss off 
perfunctorily a hearing as just an 
“afternoon gesture,” but that there 
were pretty powerful shoe organ- 


a 


izations ready to battle it out—if 
it took all summer. Senator 
Borah suggested an amendment, 
and he didn’t mean upward. The 
shoe trade was ready with its facts 
and figures, but evidenfly the Com- 
mission wanted more time. At any 
rate, the battle of the tariff will 
be fought May 26. 


* * * 


RTHUR ADLER, brother of 

the famous Jesse, states that 
lightweight shoes are not only 
summer promotion propositions 
with the Adler stores, but all the 
year favorites with New York- 
ers. More and more men are buy- 
ing lighter weight shoes for year 








SPORT SHOE WEEK 
May 15 to 22—Every 
Shoe Store Eligible 


There are six weeks of prepara- 
tion ahead for national sport shoe 
week. If we can arouse every mer- 
chant, everywhere, to the necessity 
of planning for the big selling week 
of May 15th to 22nd then the fol- 
low-up of the six best selling weeks 
of the season leading up to July 4th 
will take care of themselves. 

Nationally, May 15th is straw-hat 
—lightweight shoe day. Go into 
training and preparation now for the 
selling race that starts May 15th. 

Get the shoe merchants of your 
town to act co-operatively in pub- 
licity, in windows and in regular shoe 
selling effort. 











round wear, and what was for- 
merly a fad is now an established 
selling line. 

The Adlers step fast. for they 
signed a lease on Monday and 
opened on Friday, to catch the 
pre-Easter trade at Jamaica, 
Long Island. 


"ae 


HAT a tonic it was to see 

seven intercollegiate records 
exceeded in one night of this 
Spring’s AAAA indoor athletics 
—sport superlative—and not with- 
out significance, for “well-enough” 
is not “half-enough” these days in 
sport as in business. 

Super-men are in the making in 
business—a lap behind sport, 
strange as that may seem. In our 
lifetime we have seen the greatest 
of all golfers, Robert Tyre Jones 
—the greatest of all ball players, 
George Herman Ruth—the great- 
est of all tennis players, William 
Tatum Tilden—the greatest of all 
football players, Harold “Red” 
Grange—four stars in the galaxy 
of sport more proficient than 
millions of athletes—and for all 
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we know, the greatest of all time. 
Women, too; for Miss Joyce 
Wethered in golf and Mrs. Helen 
Wills Moody shine in_ sports 
heaven with equal luster. 

To have lived contemporane- 


ously with super-ability is not to 
be dubconscious, but rather to 
emulate up to one’s capacity and 
urge. To have had an EINSTEIN 
is to lift up all other scientists to 
higher mental levels. The world 
will be the better for elevating 
the top o’ life, for thus we help 
lift up the bottom-mass, be it in 
science, sport, society or business. 

This is an age—it has yeast 
within it—to lift all up. 


* * * 
TANDARD ~— STATISTICS 
COMPANY, INC., | says: 


“After touching the lowest levels 
in more than 30 years, hide quo- 
tations have recently displayed 
considerable strength. Moderate 
upturn in shoe production and the 
belief that the worst of the de- 
flationary movement has_ been 
seen are probably largely respon- 
sible for the changed trend, while 
technical market conditions are 
thought also to have played a part. 
Large stocks of hides and leather 
cn hand, however, and the con- 
tinued restricted requirements of 
the leather industry’s largest con- 
sumer (the shoe trade) make im- 
probable a substantial sustained 
advance in hides from prevailing 
prices in the near future.” 





HE supreme importance of 
window display was demon- 
strated last week by the Regal 
Shoe stores everywhere. When 
you challenge the public’s ability 
to compare, you intrigue the pub- 
lic muchly. There were eight 
original custom made models and 
eight Regal reproductions as 
mates. The stunt was to pick the 
originals from the eight repro- 
ductions. The public was to re- 
ceive a free pair for the correct 
picking. It was a great window 
feature. 
But we hardly believe that any 
store gave a free pair away. 
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N advertiser asks the shoe 

world, “What is a $10.00 
shoe?” <A decade ago James M. 
Barrie wrote a play which he 
called “That Ten Pound Look,” 
with the plot built around that 
theme. We are not planning to 
enter the campaign, but want to 
say that a shoe, to be marketable 
today at a $10.00 price, must have 
not only a $10.00 fashion look, but 
it must have a $10.00 feel and a 
$10.00 fit. And with these three 
let the quality-world step right up 
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and exchange a $10.00 bill for a 
new pair of shoes. 

History repeats itself. In 1920 
John Wanamaker depressed all 
prices at retail with that famous 
May ad of his “20 per cent off.” 
It applied to everything in the 
store, and the revolution at retail 
tipped over all price levels. 

In 1930, we are told that a store 
meeting was held at Macy’s at 
which one individual said, “Shoes 
must be smart,” and another, “Peo- 
ple are thrifty.” In a twinkling 
the slogan was born, “It’s Smart 
To Be Thrifty.” Once again a de- 
partment store changes the entire 
course of prices, for that slogan 
did more to depress, disturb and 
debunk prices than any one thing 
at retail. 

And don’t forget that Macy’s 
also made America conscious of 
the odd-cent price. A shoe at 
$3.94 gives the public the idea that 
it is the most value for the money 
and, strange to relate, a store may 
often make a better profit at an 
odd price than it might at “even.” 

If the public is value-minded 
and thinks an odd price is a bar- 
gain, it may not be a bad method 
in merchandising to figure shoes 
to the cent rather than jump to 
the nearest even dollar and half 


mark. 
* ok x 


N a season of indefiniteness, it 
is a pleasant thing to hear a 
man say: “Here’s our line—eight 
basic shoes. Here’s our price. 
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Here’s our plan, and we are stand- 
ing pat.” 

We heard Harry J. Grossman 
of the Cincinnati Shoe Company 
tell it to a buyer who was in the 
mood for shading values and. 
prices for a bulk order. 

What’s more, because of a 
policy, his shoe values that were 
formerly in the job-brackets are 
now regular goods in regular 
“value departments.” Previously, 
to give the customer the appear- 
ance of values, the hunt had to 
be made through job lots, mongrel 
sizes and odds and ends. And now 
a merchandising policy brings 
back a customer formerly lost be- 
cause good were so uncertain. 

“The policy proof was rather 
definite,” says Mr. Grossman, 
because with one plant in opera- 
tion last December. we now rate 
a second plant opening in May.” 

* * * 
HILE spring business is 
generally reported as some- 
what disappointing to date, New 
York retailers are expecting an 
Easter trade about on a par with 
a year ago. Palm Saturday busi- 
ness was fair, but the heavy rain 
did not help matters any and the 


volume was somewhat below last 
year’s figures. 

The brightest factor in the pres- 
ent situation seems to be the fact 
that stocks are being gradually re- 
duced to a minimum, and retailers 
are clearing up their past due bills. 
One small chain operator was 
quoted this week as saying that he 
has not purchased a single line of 
new merchandise this year, and has 
limited his buying to necessary 
size-up orders on stock shoes only. 
Whereas a short while ago, he was 
nine months in arrears on his mer- 
chandise bills, he has now cut this 
down to two months and expects 
to be in a strong position to re- 
order shoes for fall. He stated that 
he prefers to lose a few sales in 
order to lighten his stock, which 
already is at the lowest point since 
he has been doing business. 

Investigation has shown that 
many retailers—in fact, the great 
majority of retailers, have been 
operating along the same lines and 
that their stocks are exceptionally 
low with the number of lines car- 
ried reduced quite drastically. 

New commitments have been 
held to an absolute minimum, with 
but few new models introduced. 


“And, of course, Madame will observe the effect of the Hogarth line and the 
Empiah infloonce.” 
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PUNCHED 
OXFORD 








Spectator sport pump, which 
may be used for a town shoe 
or travel according to the com- 
binations of leather and the 
treatment. The white overlay 
on the raisin brown base has a 
tendency to shorten up the 
appearance of this pattern. 


Popular type sports oxford anti- 
cipating the fall fashions. This 
seamless throat accomplishes 
great ease for active wear and 
the pattern reflects the natty 
tweed sports suits so popular 
this season. The rubber sole 
and heel adds to its many uses. 


MOCCASIN 
- TYPE 








Natural linen is the popular 
fabric selling throughout the 
South and West Coast. Because 
of the mode of the trimmed hat 
and the contrasting jacket suit 
there is a demand for a shoe 
dressier than spectator sport 
types but for informal use. 


Many sports women prefer the 
low heel model which carry the 
moccasin throat and vamp line. 
This example is 2 very smart 
spectator with a gore con- 
roi at tg saddle. The 
model is effective in white buck 
and black patent leather trim. 


Never before has a Summer season presented such dazzling 


Boor anp SHOR RECORDER 
30 combining THE SHOE RETAILER, April 4,.1931 





SPRING AND SUMMER SPORTS 


DRESSY 
TRIM 








Beige and brown combination 
featured in the dressier summer 
pump. This pattern may be 
effective in white buck, white 
kid, beige or in the new plum 
browns anticipated for fall. The 
lower heel is in great demand 
throughout the whole country. 


This season the sub-deb type 


footwear is receiving great at- 
tention in department store 
and retail trade. This simple 
type is smart in two-tone calf, 
either lined or unlined. Metro- 
politan centres find a demand 
for low heel perforated shoes. 


@ he 
7 
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INSTEP 
STRAP 


WALES 
OXFORD 








This walking and town shoe is 
usually made of tan Russia fea- 
turing a particular design and 
an instep strap. The very char- 
acter of the shoe classifies its 
use and its grade. Pat‘erns of 
this type should only be handled 
by expert master shoemakers. 


Wales or Peel oxfords are very 
popular this season. Combina- 
tions of suede and kid, buck and 
calf or the reptile and calf con- 
trast are always effective with 
soft woolen and casual types of 
sports clothes. The younger 
set always chooses these types. 


assortment of types and patterns suitable for outdoor occasions 
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Summerweights and Outdoor 


CUTOUT 
VAMP PATTERN 


FOR CASUAL 
OCCASIONS 








Novel treatment of a brown and 
white sport oxford for the fellows 
who like the braver effects. Vamp 
has cutout and underlay to give 
the appearance of a wing tip. 
Vamp, quarter and lace stay are 
pinked and perforated and the 
sole is smartly stitched in white. 
Brown stitch is used on vamp. 


A gentleman’s oxford, appropriate 
for casual occasions where sport 
clothes are proper. We might call 
it a spectator sport , if that 
didn’t sound too ladylike. It’s a 
regular man’s shoe, white buck 
save for wing tip and quarter, 
which are of black calf. Black heel 
and sole edge smartly perforated. 


1931 SUMMER- 
WEIGHT TYPE 


NEW BLUCHER 
TREATMENT 








Summerweight oxford, model 1931. 
They’re building the soles a bit 
sturdier this year to provide the 
service most men demand. Sport 
shoes have cut into the regular 
summer weight volume here and 
there, but there are still plenty of 
men who regard all black or all 
brown oxfords as more practical. 


An ingenious and smart adaptation 
of the Baltimore Blucher pattern. 
Plain white vamp, quarter and 
tongue in one piece, with Blucher 
and tip in rich mahogany. Edge of 
tip is folded under and the absence 
of decoration of any sort adds to 
the strength and distinction of this 
mannish shoe. Note square toe. 
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VERY MUCH 
VENTILATED 


TWO TONE 
COMBINATION 








Ventilated for cool comfort. The 
open area of the forepart of this 
man’s sport oxford comprises al- 
most half the total.surface, yet it’s 
sturdy and practical as well as 
styleful. The manufacturer ~ 

rts a gratifying acceptance o 
this style. sn elk with black 
calf saddle; also made in brown. 


Typical two tone brown oxford of 
the type that bids fair to enjoy a 
wide popularity this summer. Some 
men don’t like the more daring 
color contrasts in sport shoes for 
street wear. Here’s one that the 


fellow whose tastes are a bit con- 
servative can wear down to busi- 
Plenty of snap and style. 
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SMART BUT 
NOT TOO GAY 


DRESSY AND 
GENTEEL 








White calfskin oxford with dark 
brown trim. The light pinking 
and small perforations on tip, 
vamp, quarter and lace stay give 
this shoe a genteel and dressy ap- 
pearance that is enhanced by the 
absence of any decorative treat- 
ment on the toe. Carries a sole 
of medium weight and rubber heel. 


Here’s a neat and dressy sport ox- 
ford picked from one of the popu- 
lar price lines. A lot of young fel- 
lows will willingly part with five 
bucks for an extra pair like this to 
wear with sailor straw and white 
flannel trousers. Wing tipped 
and lightly stitched but not over- 
trimmed. Medium weight sole. 













































TAN AND 
WHITE 


REGULATION 
SPORT TYPE 








FOR GIRLS 








Young boys have caught the spirit 
of spectator sports. In many in- 
stances the tan and white or black 
and white combinations have taken 
much of the tan shoe business. 
Buyers will find that the newer pat- 
terns featuring the tan quarter 
made possible by attractive over- 
lays will give double satisfaction 
because of the wear as well as use. 


Regulation oxford in buck and tan 
calf. Youth has become accus- 
tomed to this type of summer foot- 
wear which is now in the staple 
sports footwear. The welting has 
been grooved and glazed and car- 
ries the smart red rubber sole and 
heel. The sharp cut off on the 
top lift adds to the appearance and 
wear. A stylish and dressy shoe. 


BLUCHER 
OXFORD 


STRAP 
SANDAL 








Child’s two-toned five-eyelet 
Blucher of cinnabar and white calf. 
The tan brown overlay on the quar- 
ter line protects the shoe from soil 
yet in no way does it take away the 
airy appearance of the white shoe. 
The interesting treatment of the 
overlay panel instead of underlay is 
new in spirit and adds to the trim 
and tailored look of the vamp. 


Two-toned, two-strap sandal fea- 
turing the saw toothed edge on the 
apron. Perforations and cutouts 
add lightness to the swing of the 
pattern and the soft calf or elk 
makes an ideal summer shoe for 
growing feet. The moccasin effect 
is very smart and appropriate for 
boys’ and girls’ sport wear. Welt 
sole and rubber top lift on heel. 
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Success Depends on Key Men 


Head of a Leather Business Must Supervise 


from a Distance and Executive Organization 


Rather than Individual Management Is the 


Important Requirement 


By 
FRANK H. WILLARD 


V NHE chief requirement of effective manage- 
ment in the leather industry, as in most. other 
large enterprises, is management by executive 

organization rather than management by an individ- 
ual. This applies particularly if the production of 
the tannery is to be made by the same industrial entity 
into commercial products, such as shoes, luggage, 
belting, packing or any of the other diversified com- 
modities in the production of which leather is the 
principal material used. 

The value of capable individual executive lead- 
ership in every organization cannot be gainsaid, but 
such leadership must not be allowed to deteriorate 
into thoughtless or autocratic dictation on the part of 
the chief executive. The personnel must be built up 
through proper appreciation and recognition of ability 
and initiative; and cooperation must be established 
and maintained throughout all divisions of the organi- 
zation. 

The chief executive, of course, only can supervise 
from a distance the various ramifications of his busi- 
ness. Nevertheless, these details are his responsibility, 
and it is imperative that he have men in key positions 
who are thoroughly conversant with the nature of 
their work, and who are capable of using the proper 
degree of judgment in carrying it out. The hide 
buyer is one of these important factors. He must 
possess a thorough knowledge of world markets, and 
know where to obtain, and how to buy at the right 
prices, the type of hides required for the particular 
industry in which he is engaged. The selection of 
this raw material plays a highly important part in our 
industry. I will mention one or two phases which 
will furnish an idea of the necessity for close observa- 
tion by the management. 

At certain times of the year the quality of a hide is 
much better than at others. In fact, there are certain 
seasons when the hides are so inferior as to make 
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FRANK HARVEY WILLARD 


R. WILLARD was born in Harvard, Mass., Dec. 9, 1865. In 
1883, at the age of 17, he commenced work as an errand boy 
in the belt shop of the Graton & Knight Manufacturing Company. 
Through a series of promotions, he eventually became plant super- 
intendent in 1901; in 1917, he was made vice-president and general 
manager. When the organization became the Graton & Knight 
Company in 1926, he became president. During these 48 years of 
service he has seen the company grow from. the position of one of 
the smaller belt making concerns, with a tanning capacity of 150 
hides per week. and a capitalization of $100,000, to the largest belt 
manufacturing unit in the world, with a capital and surplus of 
$5,000,000 and a regular tannery run of 300,000 hides a year. 


Mr. Willard is a director and member of the executive committee 
of the National Association of Manufacturers. He was president of 
the American Leather Belting Association from the date of its or- 
ganization, January 1, 1928, through 1929; is now president of the 
Power Transmission Association and of the Manufacturers’ Research 
Association—an organization of non-competitive New England Man- 
ufacturers banded for the purpose of pooling helpful information and 
suggestions; is treasurer of the Worcester Y. M. C. A.; served sev- 
eral years ago on the Massachusetts Committee on Railroads headed 
by the late James J. Storrow and is a member of the executive com- 
mittee of the Associated Industries of Massachusetts. 








them useless for some purposes. Although hides, 
from the standpoint of the packers who furnish them, 
are a by-product and hence are less amenable to the 

[TURN TO PAGE 62, PLEASE] 
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IN DUSTRIES 

are beginning to 

to Clean think in terms of 

Shelves collective intelli- 

gence applied to 

» the distribution 

and the ultimate 

destination of their products. Prac- 

tically every industry other than 

shoes has an organized “institute” or 

“trade policies council” for the pur- 

pose of studying the major eco- 
nomic movements of the trade. 

All credit to the Institute of Scrap 
Iron and Steel. That organization 
has a very definite purpose. It is 
organized by the automobile indus- 
try and it is backed up not with tens 
of dollars, but millions. 

It is a collective effort on the part 
of the automobile men to remove 
from the highways what in the auto 
trade parlance is termed “junkers.” 
Estimates submitted to the institute 
show that there are three million 
cars now on the 10ad that should be 
in the junk pile. Not that these 
cars are incapable of locomotion, but 
they are a deterrent to new car 
sales. 

The institute operates through 
bonded scrap stations. Any dealer 
can bring any sort of an old car to 
the station and get in return, not 
only a junk value, but a bonus 
thereon that makes it possible for 
him to offer to the man who trades 
in a car a little better trading price. 

It is expected during the coming 
summer that a million cars or more 
will be taken in and junked. When 
there are no $50 cars to buy in the 
market then at least an automatic 
bottom has been established by the 
industry. When a car’s value is 
only in the neighborhood of that 
price, it gravitates to the bonded 
scrap station and is taken off the 
road. 

We don’t know as yet the details 
of scrap station prices, but at any 
rate previous experience of the in- 
stitute has proven the value of an 
industry going to the trouble and 
expense of cleaning up its odds and 
ends. 


A Scrap-Plan 


Some twenty-five years ago Wil- 
liam Ball Rice, founder of Rice & 
Hutchins of Boston, had an idea for 
cleaning the ends of stock in stores. 
He proposed a pool of manufac- 
turers who would take in shoes that 
were of ancient vintage from stores 
and dispose of them through chari- 
table outlets. Then, periodically, 
the manufacturers would get to- 
gether and equalize, according to 
their size, the bill for cleaning up 
the debris in stores. 

A similar proposal was talked over 
on the train going to the Detroit 
convention. One manufacturer, 
having no knowledge whatsoever of 
the Institute of Scrap Iron and 
Steel, proposed the same sort of plan 
in the shoe industry. He proposed 
that every shoe would have a code 
number on the lining so the trade 
would know the yearly model. Then 
any .store, anywhere, would know 
the dumpage price for these “dated” 
shoes. For there are old shoes car- 
ried in stores having no value—even 
on the bargain table and they are 


better off than on the shelves. It. 


may seem a rather impossible plan, 
but at any rate style obsolescence 
continues, and shoes come to the 
point of “no-value.” In one sense 
it is unfortunate that most businesses 
are operated by men. Men hate to 
dispose of anything. They are the 
species noted for hoarding and hid- 





Boot AND SHOB RECORDER 
combining THs SHop Reraiter, April 4, 1931 


ing things in stores, in home ward- 
robes and even in desks. Women, 
on the other hand, have the opposite 
instinct. They discard every new 
piece of apparel and even household 
article when tired of it. 

Most of us have been led to be- 
lieve that the stores of this country 
are pretty well cleaned out of goods. 
The actual case is that they are 
cleaned out of wantable and style- 
able merchandise, but still have on 
the top shelves and in the basement 
footwear unusable and unsalable. 

Our industry had a collection 
plan of $4,000,000 advertising cam- 
paign to sell more shoes. The total 
collected was far short of even a 
million. It would have achieved far 
greater results if | industry had 
taken the $4,000,000 and organized 
a bonded-scrap-station plan for 
every old pair now in competition 
with the new. 

Automobiles are simply locomo- 
tion multiplied. Shoes are the orig- 
inal locomotive power. Maybe, 
therefore, the idea of retiring old 
stock isn’t so far-fetched after all. 





Production WITH six mil- 
lion workers un- 

Must Come Cuaicend, te 
First problem for the 
moment, month 

> or season is not 


consumption, but 
production, In masterly fashion our 
sister publication, Iron Age, tells 
industry this week that the time has 
come for creative industrial think- 
ing. It says: 

“The time is out of joint.” This 
statement of the obvious is on 
everyone’s lips, but it does not bring 
us any nearer a solution of our eco- 
nomic problems. 

“We have under-consumption in 
the face of a superabundance of 
goods.” In this we have another 
assertion of the obvious without 
enlightenment as to the way out. 

“Consumption must be built up to 
match production.” This exhorta- 
tion, seemingly logical, puts the cart 













itor’s Angle 


lauETd) fledlirens 


Editor 


Copyright 1931, Boot and Shoe Recorder Publishing Company 
Division of United Business Publishers, Inc., New York 














back again? 
—No, not as individuals. 


hum. 





before the horse. In the long run, 
consumption can be increased only 
by expanding production. Arti- 
ficial stimulation of consumption 
through doles or charity may be tem- 
porarily imperative, but it will bring 
no lasting economic benefit. The 
State, through its taxable citizens, 
may sustain consumption among mil- 
lions of idle, but so long as those 
millions are producing nothing, pro- 
duction suffers a cumulative burden 
and industrial recovery is delayed. 

Our savage ancestors killed game 
to. obtain food and raiment. They 
did not kill game because they had 
food and raiment. And _ notwith- 
standing the complexities of our 
economic life it is still true that pro- 
duction begets consumption, not the 
reverse. 

But how can this be, it is asked, 
when it is apparent even to school- 
boys that production has outrun con- 
sumption? The fault is not with 
the principle, but with conditions 
that have brought about maladjust- 
ments in business. All that has been 
demonstrated is miscalculation on 
the part of industrial management. 
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ASK ME ANOTHER 


—Would people have to spend a lot more money to bring prosperity 


—lHow much extra spending would be necessary? 


—If each wage earner would spend 15 cents more per day, it would 
mean an annual increase in our buying power of $2,184,000,000, 
and that additional sum put into circulation would make business 


Zoe & TER 


President. 





Production has begotten consump- 
tion in no more impressive manner 
than in the case of automobiles. The 
manufacture of this product has cre- 
ated a stupendous demand for plant 
equipment, iron and steel and other 
materials, railroad and water trans- 
portation, and factory labor. It has 
become the main support of the oil 
industry, it has brought into exist- 
ence countless garages and service 
stations, it has made road building a 
major national activity. 

Other mass production industries 
have similarly stimulated consump- 
tion. The difficulties they have en- 
countered have arisen from over- 
estimating the extent of their mar- 
kets and building too much plant. 
If this be true, critics state, the 
remedy is to cut down production, 
working labor only five days a week 
with four days as a later objective. 
But this remedy has actually been 
tried during the current depression. 
Enforced part-time operations have 
not sustained consumption but have 
decreased it, because of the reduced 
production and reduced earnings of 
workmen. 
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If we would consume more we 
must produce more, with the pro- 
viso, however, that increased pro- 
duction be in lines not yet fully ex- 
ploited. Excessive output results 
from improperly gaging the growth 
phase of a given industry or from 
mistaking cyclical upturns for long- 
time increases in demand. These 
excesses, of course, are absorbed in 
time as the growth of the country 
and increases in general economic 
efficiency raise the demand level. 
But in the future far-seeing indus- 
trial executives, aware of the dire 
consequences of enforced periods of 
absorption, will seek to avoid over- 
expansion of capacity and to divert 
the capital thus wasted to more 
promising fields. 

Perhaps at no time in our history 
has there been such a need for cre- 
ative industrial thinking. 


All to Profit 
Tomorrow 
Morning 


A NATIONAL- 
Y known 
speaker is mak- 
ing a great hit 


with an_ indus- 

> trial address 

which he always 

starts as follows: “I know pre- 

cisely the day, the hour and the 

minute that prosperity will return, 
but I won’t tell.” 

So intriguing a preface holds 
every listener; but when the speech 
is told, the day and date remain still 
hidden; but no man goes away from 
Magnus Alexander’s address with- 
out a conviction that each as an in- 
dividual and all listeners collectively 
must do something on their own part 
to lift the “lump” out of the slump. 

Well, if everybody else has sub- 
mitted a five-year plan and a pros- 
perity program, let us, on our part, 
fall in line as a “prophet of a 
profit.” Here it is—tonight at mid- 
night is the zero hour for doing 
business on the old plan. Tomor- 
row’s opening of business should be 
on this plan: “No transaction, no 
sale of goods, no service other than 
at a profit.” 





A striking shoe window by Stern Brothers, New York, that suggests costume and accessories 


Visualizing 


The USE and The COSTUME 


BY G. E. JANES 
Display Manager, Jesberg’s Walk-Over Stores 
Los Angeles, Calif. 


The hardest thing a display 
man has to contend with is to make window lookers 
visualize the use of each and every shoe that is spread 
out before them in the shoe windows. That is one 
reason why department store men seldom put in sales 
producing windows, they are not familiar enough 
with shoes to realize the necessary selling points. 

To show shoes so that people will buy an extra 
pair or two, it is necessary to put concrete thoughts 
in the looker’s mind as to how a fancied shoe will fit 
in the scheme of things of a particular person. For 
the latter reason it is necessary to show several varia- 
tions of the same type or trend of merchandise. 

Without appearing unduly critical, too many shoe 
store windows have just a showing of an unrelated 
collection of shoes. Possibly these displays might be 
termed a catalog of what’s in the shop. No particu- 
lar reason is given the trade why they should buy any- 
thing in the window, save an occasional “price rea- 


son.” That, as most of us know, is a reason which 
attracts a very small minority. 

One of the best illustrations of how a store can 
put “reasons why to buy” in a shopper’s mind was 
originated by Mr. Jesberg. This consisted in going 
back to the old principle of anything moving in a 
window attracts attention. We.took a pair of venti- 
lated shoes and pulled colored floss through the holes 
in the vamps, then a concealed fan was placed right 
in front of the shoes. The fan blowing the floss 
created enough motion to make people stop and see 
what was doing there. All the props needed in this 
stunt was a box built to conceal the fan. The di- 
mensions of this box was 18 inches square on the 
front face and 24 inches high in the rear. On the 
slanting roof was painted, “Air Cooled Walk-Overs.” 

This display was set off from the rest of the win- 
dow by a divider. In this section were six types of 

[TURN TO PAGE 64, PLEASE] 
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IN DISTINCTIVE EXTERIORS, SHOE STORES LEAD THE WAY 


This modernistic front of Moe Smith’s Globe Shoe Co. store in Savannah, Ga., is typical of 
the more advanced style in shoe store architecture which is setting up a new standard for 


other lines to follow. The full illuminated front absolutely compels eye attention. 
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You cam pay more money 
for trade marks, etc., but ~ou 
can’t buy better shoes. than 
“Hammersmith’s Special” 


The model illustrated : Wingtip, semi-narrow toe, 
in dawn calf with tan calf trim—the correct spring 
style. 




















iF order to present a 
country-wide glimpse of some of 
the high lights in shoe advertising, 
a random lot of newspapers were 
picked up from the Times Square 
newsy. “My Old Home Town” is 
certainly playing the popular priced 
shoes in the women’s field. More 
space is used, better layouts and 
much more convincing copy is used 
in promoting the sale of the four, 
five and six-dollar shoes, it seems, 
than the shoes selling in the higher 
brackets. Of course, there are no- 
table exceptions to that too. 


HAHN, Washington, D. C.— 
“Dynamic” Style Shoes—They fit 
superbly. Meet every latest mode 
and colorful mood of Fashion, Of- 
fer the modern miss utmost value— 
in the popular priced field. At all 
our women’s shops, $6.50. Sizes to 
9 widths from AAAA. .. . Six 
shoes are illustrated with about 8 
descriptive words in the same stac- 
cato tempo as the lead. 


THE HECHT CO., Washington, 
D. C.—Skipper Blue Shoes. $6.50. 
Composers have written music— 
poets, odes to blue—and we could go 
into raptures about our own Skip- 


nap Up Your Newspaper Ads 





What Shoe Merchants the Country Over Are Saying 


per Blue Shoes! Bags to 
match or contrast at $1.77 give the 
customers a “chance to follow it 
thru.” 


KEELY’S' Atlanta, Ga.—3,000 
pairs New Styles, New Colors, New 
Materials .grouped at three NEW 
and permanent LOW Prices, $5, $6, 
$8.50. Fine shoes are lower-priced 
this spring—the new basis of value 
applies right now to this entire new 
shipment of exquisite spring shoes. 
Sketched are six of the thirty-six 
models. 


RAINBOW, Atlanta, Ga.—Never 
before such a display of vivid foot- 
wear at this remarkable price. Just 
imagine Genuine Water- 
snakes—Genuine Pythons in Pumps, 
Straps and Ties. And all at the 
Rainbow Economy Price—$4. 


FARR’S, Allentown, Pa—Lead- 
ing the Fashion Procession. Over 
200 New Spring Styles, $5 and 
$6.75, with genuine reptile. Hand- 
bags to match, $2.95. . . . Six 
shoes are shown in this. 


BRANDEIS, Omaha. — Scarfs, 
belts and shoes find a mate in the 
new handbags. The affinity of 
pocketbooks and accessories gives an 
exciting accent to your costume and 
offers the color contrast every smart 
ensemble must have. 


RICH, Washington, D. C.—The 
“Chale.” This very distinctive mo- 
rocco. pump is distinguished by its 
novel little tabs, its important new 
stitching and white piping. 


SAKOWITZ BROS., Houston.— 
The “Nubian.” The answer to a 
maiden’s prayer—A low heel that 
looks high. $10.50. Are you one 
of those chic souls to whom “new 
shoes” simply means “new opera 
pumps?” Who pins her faith to 
this one type because it is flattering, 
because it is comfortable and be- 
cause in one version or another it 
goes with everything? If the an- 
swer is yes, you'll adore this grace- 
ful, perfectly balanced Patent Kid 
Pump with its “Continental” heel. 


and Doing in Advertising 





BERLAND’S, Chicago.—‘Debs” 
in the springtime mode. How 
timely. Berland’s introduce this 
smart new line just when you are 
ready to freshen your wardrobe for 
springtime. Every clever new mode 
and all the finest materials adapted 
to meet the price needs of the 
thrifty young fashionables. 


FRANKLIN SIMON CO., New 
York.—Black Patent leather opera 
piped in white goes with the black 
and white vogue. $8.50. Last 
year’s price for this quality was 
$11.00. Even our toes are touched 
with white this spring of ’31. Just 
a discreet bit of white, of course. 
You'll like the white piping on this 
new opera pump of black patent 
leather, because they also accom- 
plish the feat of making your feet 
look shorter. 


MACY, New York.—The less 





You've never seen so much Style 
in (Children’s Shoes as in our 





Ovr MILLERKINS DEPARTMENT 
is all aglow with a bevy of crisp_new styles, just rarin’ to go 
wherever smart young hopefuls will take them! So swank, 
with their shiny buckles. unusual strap arrangements and 
leather contrasts . . . no wonder Mothers marvel how these 
shoes combine beauty with sturdiness and roominess. 


Patent leather for parties and Sundays . . . the fashionable 
blue, tan and beige calf to blend with Easter wardrobes 
+ + + black and brown alligator cilf for schoo! and play. 
Everyone knows Millerkins are the best children's shoes 
obtainable. Mothers who understand both style and 
value prefer them to all others. 


Bring Young America in.to be. fitted$ now,. while the 
assortment is at its best! 


8% to T1>.:+1. O5O* 











49 W. 34th St., Opp. Hotel McAlpin 
es Brooklyn, 498 Fulton St,Cor. Bond 
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on Sports Footwear 


shoe, the smarter for afternoon 
wear. This hand made one-strop 
sandal is cut out to flatter as well as 
expose. It’s $13.89. 


LORD & TAYLOR, New York. 
—Blue kid is one of the most im- 
portant leathers featured for spring 
in our recently reorganized shoe de- 
partment. We have selected these 
nine models in our three most popu- 
lar price groups as a suggestion of 
the numerous styles of blue shoes to 
be found in the Shoe Salon, fifth 
floor. -Then followed three 
shoes under each of these prices: 
$8.50, $12.00 and at $15.00. 


STERN, New York. — Stern’s 
Spring Daytime Shoes launch the 
White Touch. Nine distinguished 
models made with custom fineness, 
each an unsurpassed value at its 
price. This quarter-page 





SAM WHITING (‘p” « Litesde 
takes a Stance on the Wet Issue 


“Things are going to be pretty wet 
from now on. If you want the sweet 
comfort of dry feet after sloshing 
around the course in the rain... 
wear the shoes | do... Buck-Hecht 
Water Kings. They're absolutely 
water-proof.” 

BUCK-HECHT 


“WATER KING” 
with spikes .. $12.50 


EX Baker 





advertisement, like the Lord & Tay- 
lor, illustrated 9 models in forma- 
tions of threes- under these price 
heads: $10.50, $12.50 and $14.50. 
The Stern copy carried 3 lines of 
descriptive wording to each shoe. 


I. MILLER, New York.—I. Mil- 
ler’s new sandals are “Cut Out” for 
a brilliant career. Sandals are cer- 
tainly having their day—and their 





Spring Shoes 
for Girls 


Patent Leather One-Straps 


“at” S449 


$3.49 


XO 


White Kid One-Straps 


“4.94 


Children’s Sizes 544-8 ........---- +2200. $3.49 


Misses’ Sizes 
114-2 


Children’s Shoes, Second Floor 


DAVISON -PAXON CO. | 


affiliated with macs. New 











night. You see them on all the im- 
portant people in all the important 
places with all the important new 
clothes. “The more exposed one’s 
foot the: smarter one’s shoe,” says 
Fashion. It takes more art 
to make less shoe . . . hence the un- 
equalled success of sandals by I. 
Miller. (It cost I. Miller about 
$1,000 to shoot this story once in 
the Times. Remember it is keyed 
for the sophisticated women who is 
mentally tired, so must have jazzed 
words thrown at her in order to gain 
even a passing glance. Compare 
this with the calm, unhurried word- 
ing of the Macy copy. This is 
aimed at the housewife and calcu- 

[TURN TO PAGE 65, PLEASE] 
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Tolk cbout value! Here is the sea» 
100'1 most wontrd, most expensive 


moteriel, in o smart. pertect hnt- 
ting pump at only $4 4 pair! 


thoes at only $40 point. Postive proof thet 
Vou get most for your money in WILSON 
And thet's only pot of the good 


e 


ATL BA Li Ws RAYS D 


1115 “F” STREET N.W. 
Baltimore Wilson Store — 222 W. Lexington St. 








Plan Your Ads for 
SPORT SHOE WEEK 
May 15 to 22 


The click of the golf ball—the ping of 
the tennis racquet—the splash of swimming 
—the tramp of hikers’ feet—all the familiar 
sounds of America at play out-of-doors will 
be preceded by the ringing of cash registers 
in alert shoe stores in every town in the 
country. e 

How much will it mean to you? Treat the 
golden opportunity casually, carelessly, and 
it may not mean much. Realize the ever- 
increasing popularity of sports footwear, plan 
purchases and promotion to meet the oc- 
casion, and your cash register will jingle a 
merry tune of profits. 

There’s one point to drive home and 
clinch in the mind of every single “boss” 
of every shoe store—Planned promotion is 
SALESMANSHIP, and leads to increased 
profits. The merchant who concerns himself 
chiefly with buying shoes and fitting feet, 
neglecting the SALES STEPS between, isn’t 
fair to himself. 

Ideas sell shoes. Ideas in your displays. 
Ideas in your advertising. Ideas of style. 
Coordination among your salespeople. Such 
things require study and planning, and it’s 
up to the “boss” to take the lead. 

Good shoes and good service as a back- 
ground for good ideas in your ads and dis- 
plays to impress the public with the idea 
that your store is THE store for sport shoes. 

Such promotion requires thinking, plan- 
ning and a schedule. It can’t just happen. 
The manufacturers have done their part in 
creating sport shoes to meet the demands 
of style. Merchants must do the rest. 








PALE RC EE GE er PRE Ey eH, 


Shoe Manufacturers’ Research Bureau of Boston 
to Present to the Industry Report Covering 
More Than Two Years Investigation and Com- 
prising Material of Great Value to Manutfac- 


A. DUNCAN GRANT 


Manager, Shoe Manufacturers Research Bureau 


An important contribution to the 
trade’s store of knowledge regarding the manufac- 
ture, styling and merchandising of men’s footwear is 
about to be made by the Shoe Manufacturers’ Re- 
search Buieau of Boston, which is planning to turn 
over to the industry at large the net results of a more 
than two-year investigation of these subjects. 

Included in the style work of this bureau have been 
analyses of more than 2,500,000 unit pair sales, so 
conducted as to establish the percentage of salability 
by types, leathers, toe shapes and colors in two price 
classes—shoes wholesaling at $5.25 and up and shoes 
wholesaling below that figure. It is significant to note 
that, in styles or types, as in sizes, an exceedingly 


turers and Retail Merchants 


large percentage of sales is made on a corresponding- 
ly small percentage of types. 

Similar examination is being made of sales by sizes 
with the result that the industry may be urged either 
to eliminate some sizes now considered part of a full 
size run or radically to revise their present size sched- 
ules. While this work has been carried on primarily 
for the benefit of member-manufacturers with in- 
stock departments, the conclusions reached are equally 
applicable to a retail stock. 

The Shoe Manufacturers’ Research Bureau, or- 
ganized in June, 1928, under the management of Free- 
land, Bates & J.awrence, Inc., a firm of industrial con- 
sultants and managers, is a cooperative organization 
of manufacturers, all but one of whom are in the 
Brockton district. The membership includes the C. H. 
Alden Co., Abington ; Commonwealth Shoe & Leather 
Co., Whitman ; W. L. Douglas Co., Brockton; George 
E. Keith Co., Brockton; M. A. Packard Co., Brock- 
ton; Regal Shoe Co., Whitman; Stacy-Adams Co., 
Brockton; Stetson Shoe Co., South Weymouth; 
Wall-Streeter Co., North Adams; and E. T. Wright 
& Co., Rockland. 

While much of the research work conducted by the 
bureau has to do with the technicalities of manufac- 
ture, office management, purchasing, etc., all of it is 
directed toward the ultimate production of higher 
quality footwear at a saving in cost. 

The work is carried on by five major groups, en 
which each member company is represented by the 
executive in charge of the work signified by the 
group name. These groups are classified as works 
managers, purchasing agents, office managers, mer- 
chandising executives and senior executives. 

The works managers, to illustrate how the bureau 
operates, meet at stated intervals and visit one of the 
factories included in the membership. There they are 
given carte blanche to investigate all processes used. 
materials used, the methods of using them, the way 
in which work is routed through the factory, etc. This 

[TURN TO PAGE 65, PLEASE] 
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No. W304! 
Black Kid Two Strap, Black 
Rajah Quarter and _ Straps. 
Arch Support. Combination 
Last. 16/8 Wood Spike Heel. 
Last 139. AAA, 6-9; 
ri st 4 4 9; B, ia 9; C, 


IN “STOCK 


No. W3040 

Black Kid One Strap. Black 
Rajah Strap, Watersnake 
Underlay on Quarter. Arch 
Support. Combination Last. 
168 yet Spike a? Last 
= 6-9; AA, -9; 

5-07 3 4%-9; Me 4-9; 


IN STOCK 


Pon (lacs —— 


Pontiped| 











The house behind Ponti-peds is positively unsurpassed for fit and gives the 


foot a new realization of solid comfort. Most 


has a forty-year reputation women will appreciate your commending to 
for good shoemaking them this smartly styled arch support welt for 


most-the-time wear. 


Throughout these forty years — in boom 
times and in hard times—the Pontiac Shoe 
Mfg. Co. has never taken anything out of 
its shoes to hold them down to a price. It per 
has always put into them everything neces- Tie. Aten Suppor. 


sary to hold them up to a standard—and, rahe 


. ° 5% 
when possible, has: raised the standard. i: A, $10; B 4%. 
IN STOCK 4 


Write for IN-STOCK catalog. 


That is why its biggest gain in popularity 
came in its fortieth year. 


That is why the Pontiac factory today is one 
of the busiest in the shoe industry. 


PONTIAC SHOE MEG. CO., 
PONTIAC, ILLINOIS 


Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, April 4, 1931 











the general hosiery situation. Price cutting both 
in the primary market and at retail is abating, al- 
Dis- 


less 


T DICATIONS are apparent of more stability in 


though it has not disappeared by any means. 
tress stocks have been worked down to a 
manacing point and the continued curtailment in mill 
production has had a salutary effect on the market in 
general. Public revulsion against inferior merchan- 
dise is beginning to assert itself and quality and style 
are factors to which the public, merchants and manu- 
facturers are paying more attention. 

While it is difficult to say what the low price on 
hosiery is at the present moment because of the varia- 
tion in the financial situations at different mills, it is 
a pretty safe bet, that, barring unforeseen develop- 
ments, prices at the current writing are as low as they 
will be at any time this year. In fact, there are indi- 
cations here and there of slight price advances, not 
market-wide of course, but the mere fact that two or 
three mills have been able to boost prices 25 or 50 





THE MAONTH IN HOSIERY 






cents a dozen, shows a much firmer underlying condi- 
tion than the market has seen in more than a year. 
At least two factors are partially responsible for 
greater firmness in prices at present. First is the ad- 
herence of 113 mills to the policy of manufacturing 
against orders only, fostered by the National Associa- 
tion of Hosiery and Underwear Manufacturers, which 
has been gaining strength constantly for the past four 
or five months. This policy, undoubtedly, has been 
responsible for the cutting down of production and the 
avoidance of adding still more merchandise to the 
reservoir of surplus stocks. Secondly, is the strike 
in Philadelphia among the full-fashioned plants. 
While reports from this producing center are conflict- 
ing, there is no doubting the fact that the strike has 
materially affected production. At its present point, 
the strike bids fair to continue for some time to come, 
both sides in the controversy being unwilling to make 
concessions from their original stands. The longer 
the strike continues, the more effective it will be in 


pepper 


egy 








We have pajama sandals, why 
not pajama hose? Here is an 
opportunity for the alert shoe 
merchant to develop some extra 
business. At Palm Beach this 
year, where the dinner pajama 
mode reached its peak, hosiery 
was invariably worn—sheer hose 
with slender soles and small toe 
and heel reinforcements which 
do not show with the cut out 
sandals that are the proper ac- 
companiment to pajamas. 








oem ahr poncho eh 
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strengthening the price structure, and, while strikes 
and interruptions to production are economically 
wasteful, this particular strike is not without its bright 
side. 

Meanwhile, at retail, the long continued series of 
lower and still lower priced sales, seems to be coming 
toanend. The truth is that many of the big offerings 
of silk, full fashioned hose at such prices as 69 and 79 
cents a pair have failed to elicit the consumer response 
that their promoters hoped for and anticipated. While 
it is possible to obtain good hosiery today to retail 
at $1 a pair, going much below this figure is treading 
on dangerous ground so far as quality is concerned. 

In this connection it may be pointed out that one 
of the most frequent 
complaints that come to 
the ears of the sales girls 
at hosiery counters con- 
cerns the lack of wear in 
stockings, _ particularly 
the tendency to break out 
where the top of the shoe 
rubs the heel. It seems 
to indicate that in the 
drive for lower and still 
lower prices, hosiery 
manufacturers are not 
doing as good a job on 
heel reinforcements, in 
the main, as they might. 


HEcontroversy 

anent the most suit- 
able twisted yarns to use 
in obtaining the dull fin- 
ish on hosiery continued 
heated and unabated. The 
argument is far from set- 
tled and it is unwise for 
any one to venture an 
opinion concerning the 
ultimate prevalance of 
grenadine, high-twist 
tram, organizine, crepe or compensated yarns. Sev- 
eral exponents of one or the other of these yarn con- 
structions has had to back water within the past 
month. Each has special advantages—and some dis- 
advantages. High twist tram, which was hailed a 
month or so ago as the one particular construction 
that would satisfy all requirements—including that of 
cheapness of price, has been severely criticized on the 
ground that being twisted in but one direction, it has 
a tendency to creep on the leg. This seems to be a 
case of “whose yarn and whose stocking,” for some 
hose of this construction have been subjected to ex- 
haustive tests without this criticism’s having arisen. 
The latest advocacy is centering on a compensated 
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Highlights in Hose 


]—Sun-tan is out among the smart dressers. 
Light skin tones will have first call in 
high priced hose this Spring and Summer. 


2—Watch white hosiery for future develop- 
ments. It already is a high style note 
among the chosen few. 


3—Meshes, nets and laces look good for a 
strong run for another month or two, 
at least. The introduction of extremely 
low priced numbers in this type may kill 
the vogue later on. 


4—Lace welts are gaining ground rapidly— 
a new feminine touch which brings the 
stocking out of the ordinary class. 


5—Prepare for a good summer season in fine 
lisles, both in plain and mesh types. 


high twist tram and on organizine. The entire sub- 
ject of twists is in a highly debatable field, and, as is 
usual in such cases, subject to a great amount of de- 
ception. Unless the retail merchant is prepared to 


take samples to an analytical laboratory, he is forced to 


take the word of his source of supply for the kind of 


-twisted yarn that is used in any stocking he may 


buy. Casual inspection will not reveal the exact con- 
struction. 

Colorwise, new developments are of minor impor- 
tance. There is a tendency in the higher priced lines 
to inject a bit more of the rosy tinge to the neutral 
beiges that promise to high spot the spring season 
Gray, particularly a light pure gray, has come into a 
bigger share of popular- 
ity in the high fashion 
centers than was ex- 
pected earlier in the sea- 
son. Several of the lead- 
ing New York and Chi- 
cago fashion houses are 
sponsoring gray hosiery 
for wear with the blue, 
gray or black costume, 
emphasizing the point 
that gray blends with 
these costume colors and 
affords a means of get- 
ting away from the 
ubiquitous beiges. Con- 
siderable consumer pub- 
licity has been spread 
about linking up the gray 
hose and gray gloves. 


HE fact that the two 
or three color con- 
trast idea in costumes is 
gaining such strength is 
an almost sure indication 
that the neutral beiges, 
which blend with any of 
the basic spring costume 
colors will be the big volume sellers in hosiery. Add- 
ing another contrast in hosiery, along with contrast- 
ing colors in costumes is overdoing the job. 

The future of the pure white stocking, which Paris 
injected into the spring fashion picture is problemati- 
cal. There has been much discussion about a return 
to popularity of the white stocking, and a few have 
been seen at the winter resorts, but as yet no one is 
willing to predict that it will reach big volume sales. 
One thing is assured, and that is a good demand for 
pure white lisle or cotton stockings for wear with white 
summer sports costumes. With them the plain white 
or colored anklet, preferably with the straight ribbed, 
[TURN TO PAGE 49, PLEASE] 




















STYLE NO. 


7 3 4 Six strand. Cradle lisle 
foot. Lisle top. French heel. Made 
from dull lustre, high twist silk. 


to retail at 85c 


STYLE NO. 


4 3 7 Six strand. Cradle lisie 
foot. Lisle top. French heel. 


to retail at 85c 


STYLE NO. 


2 3 7 Seven strand. Cradle 
lisle foot. Lisle top. French heel. 


to retail at 90c 


STYLE NO. 


6 3 7 Six strand. Cradle lisle 
foot. Silk top. French heel. 


to retail at 95¢ 


STYLE NO. 


7 3 6 Six strand. Cradle lisle 
foot. Silk top. French heel. Made 
from dull lustre, high twist silk. 


to retail at 95c 


Also special styles for women 
who require larger than reg- 


There is Profit % q | ular size stockings. 
REAL PROFIT 7 ALIS 
for You in This Sales Plan 


The Bee Brand Sales Plan enables you to do a volume, full-profit hosiery business on virtually a 
vest pocket investment... to buy from hand to mouth yet always carry a complete stock. » » 
It eliminates the risk of being caught with slow-moving merchandise. » » It makes 
your stock flexible ... keeps it up-to-the-minute in style and color in every wanted size. 
» » It will pay you to investigate this thoroughly sound Bee Brand Proposition. 


HENRY BROWN and SONS COMPANY 


MAKERS OF SMART STOCKINGS FOR THRIFTY WOMEN 
ONTARIO and I STREETS 


PHILADELPHIA 
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Balanced Hosiery Stocks 


and Balanced 


Sales 


By BESSIE M. GROUT 


Hosiery Buyer, Gude’s, Inc., Los Angeles 


HAT constitutes a balanced stock of hosiery 
W:: a shoe store is answered by the following: 

By having on the shelf at all times merchan- 
dise demanded by the consumer; the right numbers 
carefully selected from the best hosiery lines the mar- 
ket affords. A stock large enough to meet the de- 
mand, but small enough to allow turning at the right 
period, thus to enable the department to constantly 
show fresh merchandise and also keep down the ex- 
pense of carrying more stock than needed. 

A stock of women’s hosiery is made up of the fol- 
lowing—novelties, chiffons, service and sports hose. 
At the present time novelty hosiery is largely made 
up of silk net mesh hose, these in various types, both 
large and small net patterns. Chiffons, by far the 
volume, should be carried in many weights, for street, 
afternoon and formal evening wear. Service hose 
should be carried in at least two or three numbers— 
both silk and lisle tops, both medium and heavy 
weight. Sports hose should be stocked in well-selected 
patterns, reasonably priced. 

Hasiery in a shoe store is in its right place for 
many reasons. First, because it is primarily a foot- 
wear store, its business covering and fitting feet, 


hence covering and fitting the leg is coupled with it. 
Second, because hosiery is selected as a complement 
to the shoe, its colors and shades are dyed to match 
and harmonize with shoe leathers. 


HE various elements that go to enable us to 

maintain and develop this business, is answered 
in the following: By keeping an up-to-the-minute 
hosiery department—well informed salespeople—fa- 
miliar with the stock—knowing well the merchandise 
—how to sell and show it—knowing for what occa- 
sion it is used—and what it is to be worn with. 

The hosiery buyer keeping well abreast of the times, 
studying merchandise from every angle, fabrics, ma- 
terials and colors—what the mills have to offer from 
the. market standpoint—styles and fashions—then 
conveying the style knowledge she has gained to her 
salespeople through talks, meetings, etc.—keep the de- 
partment alive and growing. 

Willingness to serve—courteous in manner—neat- 
ness of the department—good counter displays—win- 
dows well dressed with hosiery—hosiery rightly 
priced—all play their part in maintaining and develop- 
ing a hosiery business. 





Show Use—Make Sales 


Y their use, shall ye sell em. Here’s a hot tip for 
the shoe merchant’s hosiery department. The 
picture above shows the clever manner in which Bur- 
dine’s, Miami, Fla., showed the use of stockings to its 
customers. Five different types of dresses are shown 
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by colored sketches on the placards with the exact 
shade of stocking that is proper with each. The shoe 
store could go further and show both the shoe and 
the stocking together. This set-up is adaptable where 
actual costumes are not available. 








NOW MADE IN 
SEVEN STYLES 


The CUBANS 
Styles IC5 and 1C6 
(Monoplane Breast) 
The HIGH LOUIS 
Styles IL9, ILO and IL1 
(All sizes dowelled) 
The LOW LOUIS 
Styles IL6 and IL7 


v 


HEELS WITH STYLE APPEAL 





UAC Wood Heel Blocks represent the utmost in heel 
beauty, style, and dependability . . . The uniformity, 
workmanship, and economy of these Mears-made 
heels have instantly won the favor of many 
leading manufacturers. 





UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


MADE 
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News oO’ HOSE 





Items of Interest About 


A TUCK placed close to the bottom of the stocking 
welt, and to be used as an anchorage for garters, 
is a new device invented by Leo Propper and being ap- 
plied to one number in the Propper line and two 
numbers in the McCallum line. The tuck has a picot 
edge and is being exploited under the name of “Gar- 
tuk.” Deliveries of the stockings carrying the new 
device will begin not later than May 1. 


Vv 


Best & Company, New York specialty shop, is 
running a strong advertising campaign on gray as a 
hosiery color, stressing the fact that gray harmonizes 
well with most other colors and offers a relief from 
the ubiquitous beige. 


Vv 


Holeproof and Allen-A are among the large pro- 
ducers who recently have added net numbers to their 
sample lines. 

» 4 


Several stores throughout the country have fol- 
lowed R. H. Macy & Company, New York, in advis- 
ing customers, through newspaper advertising to buy- 
er cheaper and heavier stockings for ordinary wear 
and to purchase chiffons only for dress-up occasions. 
It is noticeable that wearing quality in hosiery, which 
has not been the subject of much advertising exploi- 
tation for several years, is again coming to the front 
as a topic for advertising discussion. 


» 4 


Paul O. Kuehn, South Bend, Ind., who is one shoe 
merchant who does a mighty nice business in hosiery, 
says: 

“When one of our salesmen makes a sale of a pair 
of shoes, he gives the girl at the hosiery counter a 
ticket on which is the number of the color of the shoe. 
By this means the hosiery girl knows what shade of 
stocking to show the customer, and takes a pair to 
her while she is still waiting in her seat, and is in 
the mood for buying, thus saving the time of the 
customer as well as the salesman’s time. This has 
proved more satisfactory in our store than taking the 
customer to the hosiery counter for service. 
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Producers and Dealers 


The 27th annual Knitting Arts Exhibition will be 
held in the Commercial Museum, Philadelphia, Pa., 
April 13 to 17. The latest types of knitting machin- 
ery and knitting mill equipments will be displayed at 


the exhibition. The annual meeting of the National 
Association of Hosiery and Underwear Manufactur- 
ers will be held in the Museum on April 16. 








The Month 
in Hosiery 


(CONTINUED FROM PAGE 45) 


rather than the turn-over cuff, will be worn as a smart 
fashion note. 

Any discussion of the hosiery market at present 
would be incomplete without reference to mesh hose. 


“While the increasing popularity of mesh, net and lace 


stockings (take your choice of names) has brought 
out an incipient flood of lower quality merchandise, 
good business on nets retailing from $1.65 upward are 
reported in all leading cities. A couple of years ago 
cheap nets finally killed the vogue. Whether history 
repeats itself this year in this respect, remains to be 
seen. As it is, the medium and high priced net stock- 
ing affords the merchant an opportunity for real fash- 
ion promotion and a legitimate mark-up, two things 
very much desired in the present highly competitive 
condition of the general hosiery market. 

Faith in nets is decidedly strong, so strong that al- 
ready plans are being made for the bringing out of 
augmented lines of net hose in wool and silk and wool 
as well as cotton and wool mixtures for the fall sea- 
son. The silk and cotton nets now on the market form 
admirable accessories to the rough, spongy and tweed 
like woolens and cottons in costumes, and in fine silks, 
trail along with the general tendency toward more 
feminine touches in women’s costumes. These form 
excellent pegs on which the store may hang fashion 
promotion. 
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Shoes in the Country at These Prices 


3861—Pat. Lea. with grey 
watersnake strap and 
trimming 20/8 high 

3862—Same Baby, 15/8. 


3851—-Seasand kid, watersnake 
strap and trims to 
match. 


3852—Same Baby, 15/8. 


3841—Kaffor kid, grey snake 
strap and trim. 


3842—Same Baby, 15/8. 


LEVEY BROTHERS 


SHOE COMPANY 
145 Duane St., New York City 











MADE IN THE U. S. A. 
PRICE $7.85 


Straps and Oxfords, all 


white, white and black, na- 






ural and brown, combina- 
tions. AA-C widths, sizes 
2% to 9. 


J. WEISS SHOE CO. 


137 Duane Street New York City 


iN) 














BEST VALUES 
LATEST NOVELTIES 
Retail from 


$3 to $6 







Lazarus Fried & Sons, Inc. 
120 DUANE STREET NEW YORK 
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959—Women's Gray Genuine 
Ring Lizard, Gun Metal 
Silk Kid Trim, 16/8 


960—Same in Sepia Lizard, 
Lido Kid Trim, 16/8 


Samples Sent Prepaid 


POWELL & CAMPBELL  hususuep 1875 

















For the past two years the 
American markets were oode 
with imported Europeaa san- 
dals. American manufacturers 
were not awake to thei’ possi- 
bilities. Actually the European 
wage scales were so far below 
our own that we could not com- 
pete. Today, however, the co. 
mestic shoe manufacturers have 
developed and perfected a prod- 
uct far superior to the imported 
sandals, and have made their creations available to the 
American buying public at lower prices. 

The J. Weiss Shoe Company, realizing the impor- 
tance of supporting the domestic industry, has placed 
contracts for 100% of its requirements with American 





H. C. WEISS 


BLOG’S 






CAMP MOCCASINS 
IN STOCK 


Black and ee: extra heavy water proof lease 


He n’s — > DO Abecccccccccccrsccsccecvecsccecs x 
oys’ sizes CO DYcccccccccccccccccccscccecs e 
Youths’ sizes 12 to Zincccccvccsssveeseeessesces 2.20 


Send for Samples 


BLOG SHOE CO., Inc. puane st. 
HIGH GRADE UNBRANDED “COMPO” 





_ LEATHER SHOES 


new, modern, scientific method of 
‘= Making—Eliminating tacks, 
staples, nails and _ stitches, 
which assures better fit, 
longer wear, smarter 
appearance and 
faultless flexl- 















(5to—Almera Bink A. ispeesmoaveed 
—| — Glazed Kid. 
MANY OTHER 


1329 —White peein, Come... 
ent Pump...... ° 
E FOR CATALOG 


M 
N. Y. BRANCH INTERNATIONAL SHOE CO., INC., Duane and Hudson Sts. 
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ws. Imported S andals 


manufacturers. We hope thereby to create a demand 
for American products, which must influence the em- 
ployment of American labor, and consequently increase 
the capacity of the American public to buy. 

Our leading economists, bankers and industrialists 
have stated repeatedly that the first signs of our eco- 
nomic renaissance must come through our retail insti- 
tutions. To encourage the shoe retailers of America, 
the J. Weiss Shoe Company has assembled a line of 
made in America sandals that are distinctive for their 
variety of attractive patterns and color combinations, 
and for the superiority of their American shoemaking. 
Though the prices have been preened to make these 
sandals available to even the lowest of purses, the prod- 
uct itself embodies many features of advanced style, 
greater comfort and longer wear, making it an out- 
standing value for 1931 sports and summer footwear. 

J. We1ss SHOE CoMPANY. 


Saks Presents Genuine Java Ring 
Lizards, In Stock 


AA-C 


9089—Genuine Java ring lizard vamp & 
foxing, bik. calf quarter, center bkle., 
mod. toe, 20/8 Sp. heel, $4.60. 
9090—As 9089 in 16/8 Sp. heel, $4.60. 
9091—Genuine Java ring lizard vamp & 
blk. calf quarter, Regent pump, $4.35. 
Also all-over grey watersnake in pumps, 
straps and oxfords, $5.00. 


IN STOCK 
Styled in Vienna Expressly 
for Us 


5065 All ‘Vhite Kip 


5066 White Kip—Patent 
trim 


5062 Rose Beige—Brown 
trim 

5063 Rose Beige—White 
trim 


Widths A-B-C Made by Trias 


Sizes 3 to 8 
Price $2.25 ar 8) seco 
108 Reade St. 
B. Friedman ZaeRight Shove an Jime New Yerk City 


Shee Coa., Inc. 
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For the Smart Debutante Open Shank 
Sandal Pump, Cut Out on Both Sides 
and on Vamp—AA-C Wide 


No. ge g Moire Yow. 
weave, 20/8 S 
C- ms 


No 
vt 


wg, 20/8 Sp. heel. 
No. 256—White Kid, 


hee 
atent 


GREENWALD SHOES, INC. 
149 DUANE STREET NEW YORK , 








A Real “Crescent Winner” 


Goodyear Welt construction — 
Genuine Rajah Gristle Sole 12/8 
Leather heels—rubber lifts. 
All in Stock—Immediate De- 
livery—A, B and C widths. 
3016—Smoke Elk trimmed with 
Field Mouse 
3017—Camel Elk trimmed with 
Brown Calf 
3018—Pigo trimmed with Field 
Mouse 
3019—White trimmed with Gun 
Metal 


Crescent Shoe Company 
131-133-135 Duane Street, New York City 











DR. CAROL’S HEALTH SHOE 
Greatest Value in the World. Lowest Prices in Stylish Stouts 


All shoes constructed with long 
counter, Steel 
rchment glazed 

quarter “nd sock lining, 

leather insoles, oak 
outer soles, every 
pair guaranteed. 


Samples sent 
postage prepaid 


13/8 Cuban 
Lea. Heels 


7102—Black Kid, Snake Trim...$1.95 
ther, Snake Trim. 1.95 8101—Black Kid Trim 
F 8102—Putty Kid Snake Pea 2.2% 
7105—Pat. Leather Stetson Tie.. 1. 3104—Watersnake Putty Kid ‘Trim 225 


NU-WAY SHOE CO. 142 Duane Street, New York City 





NEW SPRING STYLES 
IN STOCK 
$2.25 


B and C Widths 
Sizes 3%-8 


No. 7010—Patent leather T strap No. 7026—Parchment kid Chain 
with silver silk kid trimming. Also Strap gold silk kid trim. Also in 
in kaffor kid. Also in parchment patent leather and kaffor kid with 
kid with gold silk kid trimming. silver silk kid trim. High and baby 
High and baby spanish heels on ares heels on each. 

eac 


BLEECKER _ Cco., INC. 
Boston: 216 Essex 


138-140 Duane Street 
Philadelphia: 17 No. 4th St. 


a Headquarters: Hotel Henry 
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Indications of 
Better Business 
Seen in Chicago 


Cuicaco (UTPS)—Shoe production 
in Chicago is the highest it has been so 
far this year, with the wholesale firms 
concentrating on distinctly summer 
footwear. 

“We had a regular wave of orders 
last week,” said G. E. Hansen, in 
charge of Chicago sales for Interna- 
tional Shoe. “It has kept us working 
overtime,” he went on to say, “and it is 
now apparent that retailers with the 
lowest inventory in years, have waited 
too long. Delayed buying is certain to 
result in the inability of manufacturers 
to furnish prompt deliveries. This con- 
dition is further aggravated by the fact 
that many factories have been running 
far below normal, and to pick up sud- 
denly into full swing is a physical im- 
possibility. 

“We have increased production until 
we are running at practically 90 per 
cent of normal,” he added. 

According to Mr. Hansen, linens are 
expected to be very good for the coming 
summer season, with sea sand and beige 
the popular colors, and blue a favorite 
in a lesser degree. 

An official of the J. P. Smith Shoe 
Co. was emphatic in saying: “There is 
every indication that business will pick 
up throughout the coming months. 

“Our sales remain firm and produc- 
tion in our plants is about 67 per cent 
of normal, an increase over the past 
period. We are concentrating on sport 
shoes in the belief that they are the 
thing for this summer.” 

In the opinion of this concern, few 
street shoes will be sold during the sum- 
mer season. They also believe that tan 
and white, and cream and white com- 
binations will show an increase in pro- 
portion over previous years, as com- 
pared to the popular black and white. 

The company is having no trouble at 
present in filling all orders. 

“With us, a peculiar situation now 
exists,” says C. T. Cole, president of 
Cole, Rood, Haan & McGregor, and 
goes on to explain. “While salesman 
orders are quite slow, mail orders are 
fairly good, but house sales outrank 
everything. There is no accounting for 
it. Last week we sold more shoes at 
our local office than all of our salesmen 





sold on the road.” 
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Announce 1932 Cinecensiias Plans 


N. S. R. A. Committees Appointed to Take Charge of Prepara- 
tions for Meeting Next January 


CHIcAcoO—Formal announcements of 
the twenty-first annual convention of 
the National Shoe Retailers Associa- 
tion, to be held at the Palmer House 
here January 4, 5 and 6, 1932, with ap- 
plication forms for display rooms, have 
been mailed to prospective exhibitors 
from the headquarters of the associa- 
tion at 8 South Michigan Avenue. 

The announcement explains the gen- 
eral plan for the convention and the 
procedure for making reservations. 

The list of convention committees, as 
set forth in the announcement, is as 
follows: 

1982 Chicago Convention Committee— 
Chairman, John O’Connor, O’Connor & 
Goldberg; Otto H. Hassel, Hassel’s; 
Reuben Steifel, Peacock Shoe Shop; 
Rube Metz, Metz, Men’s Shoes; A. E. 
Taylor, Hassel’s. 

Committee on Exhibits and Hotel 
Reservations—Chairman, A. E. Taylor, 
Hassel’s; F. E. Foster, F. E. Foster & 
Co.; Reuben Steifel, Peacock Shoe 
Shop; Harry Levinson, Harry’s Shoes; 
John Spalo, The Hub; Frank Gross- 
man, Grossman Shoe Co. 

Advisory Committee—Chairman, 
James P. Orr, Potter Shoe Co., Cin- 
cinnati, Ohio; Frank P. Meyer, Dan- 
ville, Ill.; Paul O. Kuehn, South Bend, 
Ind.; W. J. Crawford, Peoria, IIl.; S. J. 
Brouwer, Milwaukee, Wis.; Tom Fol- 
rath, Decatur, IIl.; A. E. Ebbs, St. 
Louis, Mo.; Chas. E. Williams, St. 
Louis, Mo.; Arthur Brown, Indian- 
= Ind.; R. E. Sager, Green Bay, 

is. 





When a Name Is Generic 


There can be no doubt that the name 
“compo” has long been known and used 
as a generic term to designate and de- 
scribe that type of shoe in which the 
soles are attached by adhesive, as dis- 
tinguished from thread, metal or other 
means of attachment. The term is prob- 
ably simply an abbreviation of the word 
“composition.” At all events, shoes made 
by the adhesive process have, for more 
than fifty years, been generally known 
and designated as compo shoes. 
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Publicity Committee — Chairman, 
Reuben Steifel, Peacock Shoe Shop; 
Carl H. Fliessbach, Walk-Over Shoe 
Stores; Henry A. Meyer, Bostonian 
Shoe Store; Harry Silber, O’Connor & 
Goldberg; Jos. Thompson, Hanan & 
Son; Chas. H. Feltman, Feltman & 
Curme; W. J. Gibbs, Marshall Field & 
Co. 

Entertainment Committee — Chair- 
man, Rube Metz, Metz, Men’s Shoes; 
Julius A. Goldberg, O’Connor & Gold- 
berg; Morris Wolock, Wolock & Bauer; 
F. Arthur Clark, Chas. A. Stevens & 
Co.; Carl Burgstahler, F. E. Foster & 
Co.; T. T. Metzel, Cutler Shoe Co.; A. 
J. Martin, Martin & Martin; Leonard 
Van, Van’s; A. J. Ruby, A. J. Ruby & 
Co., Inc.; Henry Hassel, Hassel’s. 

Program Committee—Chairman, Ot- 
to H. Hassel, Hassel’s; John O’Connor, 
O’Connor & Goldberg; F. E. Foster, 
F. E. Foster & Co.; W. J. Gibbs, Mar- 
shall Field & Co.; Reuben Steifel, Pea- 
cock Shoe Shop. 

Registration Committee—Chairman, 
Otto H. Hassel, Hassel’s; Frank Hough, 
Stetson Shoe Co.; Eugene Degge, M. L. 
Rothschild & Co.; Paul Seigel, O’Connor 
& Goldberg; A. Silverman, I. Miller & 
Sons, Inc.; A. Sachs, Boston Store; J. 
Epstein, Boston Store; R. L. Thompson, 
Carson Pirie Scott & Co.; J. E. McGin- 
nis, Davis Co.; S. Katz, The Fair; A. 
E. Taylor, Hassel’s; M. Propper, Man- 
del Bros.; R. E. Kenny, French, Shriner 
& Urner Co.; A. H. Buehler, Hanan & 
Son; E. T. Van Nice, Edwin Clapp & 
Sons; V. H. Parott, Foot-Saver Shoe 
Shop; Ray Mann, Cutler Shoe Co.; J. 
H. Brandenberg, Marshall Field & Co.; 
P. Allison, A. E. Nettleton Co.; H. H. 
Mosler, Nunn, Bush Shoe Co.; Fred L. 
Young, W. L. Douglas Shoe Co.; A. 
Allen, Regal Shoe Co.; Frank B. Sim- 
ons, Florsheim Shoe Stores; John Bitt- 
ner, Davis Co.; Louis Maling, Maling 
Bros.; E. E. Hedke, Davis Co.; E. H. 
Lawton, Davis Co.; J. Knowles, Mandel 
Bros. 

Manufacturer’s Reception Committee 
—Chairman, R. E. Smith, J. P. Smith 
Shoe Co.; Irving S. Florsheim, Flor- 
sheim Shoe Co.; C. T. Cole, Cole, Rood, 
Haan & McGregor Co.; Harry A. Rog- 
ers, Pontiac Shoe Co. 
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WHERE TO BUY 
Men’s Shoes 

















In Stock Service 


EM.HOYT SHOECO. # 
sommas itt, Manchester, NH. | 





“A MAN’S DECISION” 


THE 


Bewtem—-183 Kesex Street —. 
N. Y.—015-917 Marbridge Bidz. Mass. 














ror MEN 
M. A. PACKARDCO., Makers (P) 
BROCKTON 


NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


B. W. COOK, President 
Syracuse, N. Y., U. S. A. 
Man's FINE SHOES EXCLUSIVELY 














Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 
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Price, the Great Riddle of 1931 


Buyers Firm for Lower Quotations While Tanners Insist Upon 
Increases, Following Firmer Market Trend 


LyNN, Mass.—Manufacturers here 
are starting on sea sport styles, land 
sport styles and other novelties for late 
spring and early summer, with the ex- 
pectation that volume of business in the 
factories will be dependent upon the 
volume of sales in stores during Easter 
week and early April. Manufacturing 
and merchandising are interlocked, like 
Siamese twins, and one can’t go ahead 
without the other. 

Prices continue the great riddle of 
1931, and there’s action in plenty on 
them, for, while the buyers are firm for 
lower prices, excepting for those who 
are working up to better grades, tan- 
ners are insisting on higher prices, for 
both sole and upper leather, with some 
lines of bottom stock quoted at two 
cents a pound higher than at the first 
of the year. Tanners, generally speak- 
ing, are working up a flinty grain on 
their terms, and are demanding cash 
more promptly than for many a day. 
Evidently, finances are becoming a most 
important factor in the footwear in- 
dustry. 





Francis Hannigan Dies 


Had Been Head for Many Years 
of O. A. Miller Treeing 
Machine Co. 


BROCKTON, MaAss.—Francis Hanni- 
gan, head of the O. A. Miller Treeing 
Machine Co., of this city, died in St. 
Petersburg, Fla., March 23, from a 
throat infection which followed a ton- 
sil operation a week before. His body 
was brought to his home at 233 River 
Street, Baintree, where funeral ser- 
vices were held March 27. Burial was 
in the Union Cemetery, Brockton. 

Mr. Hannigan, who was 64 years of 
age, with the exception of two years 
had spent his entire business life with 
the O. A. Miller company, entering Mr. 
Miller’s employ shortly after graduat- 
ing from the Brockton public schools 
and continuing his education, after go- 
ing to work, in the night schools, where 
he took a general business course. 

Beginning at the bottom, he worked 
his way up through practically every 
department until he became manager. 
Under his able and vigorous regime 
the company became the best known of 
its kind in the country. Established 
by Mr. Miller as a shoe tree manufac- 
turing business, automatic and semi- 
automatic machines were developed 
and, later, the company originated the 
Cordo Hyde lace which it has mer- 
chandised successfully for a number of 


years. 

In 1902 the O. A. Miller Treeing 
Machine Co. became subsidiary to the 
United States Machinery Corporation, 
but Mr. Hannigan continued as man- 
ager of the business until his death. 

He is survived by his widow, Jennie 
D. Hannigan, and by five children— 
Dorothy F., Kenneth D., Gerald M., 
Barbara Naomi and Wayne H. Han- 
nigan. 
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Production for the first quarter of 
the year is totaling up better than was 
commonly expected, thanks to a_ new 
efficiency in management as well as 
steadiness of operation. Even at that, 
production was held down to actual re- 
quirements, and it is the common report 
of salesmen on the road that stocks in 
stores are as low as sales will stand. 
To avoid the perils of over-production 
seems to be a general purpose. 

One of the most radical of styles is 
a new sandal sans counter and with 
scarcely more than ribbons of leather 
for a quarter. What’s a girl going to 
do if she has a hole in the heel of her 
stocking? X straps, a new cross strap, 
are novel, but the one-strap, with the 
center buckle, is the popular pattern. 
Seamless pumps are doing well, espe- 
cially those with high throats which 
hold to the foot like a bull dog to a 


ne. 

Oxfords, of the popular sport class, 
are of elk, with soles of leather or rub- 
ber composition, some with leather and 
some with rubber heels. The gallery 
types, which are mostly worn on the 
busy streets, are of white or Russia 
calf, liberally perforated, like a free 
running salt shaker. There’s a new 
idea in using ringlettes, or small rings, 
for locking up the open spaces in vamps 
and quarters, as well as for interlocking 
straps that weave in complicated lines 
over the instep and even around the 
ankle. Another new idea is that of 
heels of built up lifts of leatherboard 
and leather, some of these being turned 
in a lathe like a wood heel. Swiss 
heels are new on shoes for little ladies 
who step smartly along the concrete on 
the way to business, or school, or the 
dance. 


Mammoth Size Chart Shown 
in Buffalo 


BuFFALO, N. Y.—The J. L. Hudson 
Co. exhibited 130 men’s shoes in as 
many different widths and sizes on an 
enormous size sheet in one of its Main 
Street window displays to impress shop- 
pers with the fact that its footwear 
shop on the street floor balcony can 
fit any size foot from the smallest to 
the largest. 

The enlarged size chart was divided 
into vertical lines for the sizes from 
5 to 18 including all half sizes and by 
horizontal lines showing the widths 
from AA to D. The smallest size in 
ig was 7 and the largest D width was 


Joseph L. Hudson, president of the 
store, reported the: unusual display had 
a very stimulating effect upon sales, 
especially in odd sizes and attracted 
many new customers to the footwear 
shop who explained they never knew 
these extra large sizes were carried in 
stock by any store. A newspaper ad- 
vertisement of the J. L. Hudson Co. 
called specific attention to the display 
which was continued for a week. Each 
size and width of shoe was exhibited 
in the space on the chart designating 





that particular size. 
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The Playgirl—a sandal tie effect 
in Sea Sand Morocco with trim 
of Raisin Brown KAFFORITE 
Glace Calf—a unitizel style, by 
Johansen. 


Johansen Bros. Shoe Co 
St. Louis, Mo. 





























Colors: 


K-301 Sea Sand 
K-302 Caramel 
K-303 Patty Beige 
K-304 Mocha Parfait 
K-305 Swagger Brown 
K-306 Indies Brown 
K-307 Grenat 
K-308 Admiralty Blue 
K-309 Paddock Green 
K-322 Astrakhan 
K-324 Nut Brown 
Also a deep rich lustre 
Black. 


SPORT MOROCCO: 


27 Pastel Shades 
2 Whites 
1 Black 


Swatches on Request. 
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Cut-Outs— 
and Sandals 


This attractive type of footwear is “in” for a big run. Lead- 
ing merchants’ approval has boosted it into great favor for 
worthwhile volume—and the warm season is almost here! 


The shoe above illustrates just one of the many really beauti- 
ful sandal effects obtained by cut-outs. Yet, unlike a flat-sole 
sandal, a snug, perfect fitting, shape-holding shoe is wanted 
and expected by the average woman. Proper support to the 
arches and instep depends upon good shoemaking and quality 
shape-holding leather. 


KAFFORITE Glace Calf gives to the pattern above a style 
finish that enhances the sturdy beauty of Morocco grain light 
weight calf. Both leathers are unusually fine tannages—of 
mellow, glovelike texture. 


Shoes made of our leathers carry an added sales value, be- 
cause of their quality and color tones. 


Specify them for your smartest numbers. 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 


WAT WAT WA ww hl hid 








To Minimize Shoe Returns 











HORCO SLIPPERS are made better— 
and sell better—than any other slippers 
on the market in the popular price 
class. Catalog on Request 





VINCENT HORWITZ CO., Inc. 
St. New York City 


64-76 W. 23rd 











High Grade Mules 
and D’Orsays 


Catalogue sent on 
request 


Paristyle Footwear Mfg. Co., Inc. 


Factory and Salesroom 
153-159 West 27th St. New York City 








: 


A generous profit for you in Rivoli Slippers. 

The newest styles and materials. Samples 

went on request. Order them now! 
RIVOLI SLIPPER CO., INC. 

77 St. Francis St., Newark, N. J 











WHERE TO BUY 
Slipper Ornaments 





of Every Description for 
Slippers 


The right merchandise at the right time 
Selid colors in stock—samples on request 


HY-GRADE SLIPPER SUPPLY CO. 
693 Broadway New York City 


RECORD OF ADJUSTMENT 


Sponsored by the Calif. Shoe Retailers Assn. 





Stock No. Size 


Factory 





Adjustment or Exchange made for following reasons: 














Purchase Price 
Charge for Wear 
Amount Allowed 























Customer's Signature 





Member of 
Calif Shoe Retailers Assn. 














Reproduction of the Adjustment Slip developed by the California Shoe Retailers Asso- 
ciation in connection with its effort to reduce the number of complaints and returns. 
, Many California stores are now using this form. 




















Retail Shoe Sales Gain 
in Chicago 

Cuieaco (UTPS).—Retail shoe sales 
in Chicago during the past week 
showed some indications of normal 
vigor. With Easter practically here, 
business has been showing the volume 
customarily associated with this im- 
portant buying season. 

An imposing variety of the latest in 
spring styles is being offered by all of 
the large department store shoe sec- 
tions and loop retailers. Snake-lizard, 
blond kid, dull kid; patent, glace kid, 
and many other materials are proving 
popular for the Easter parade. 

A very smart shoe of the Wolock & 
Bauer store is a glove kid pump, in 
black or brown, with a neat bow of 
genuine Java lizard set slightly to one 
side of the throat and trailing around 
to one side. They report it is a most 
popular model. 

Mandel’s have just enlarged and re- 
opened their subway shoe section. The 
new arrangement provides for much 
more “elbow room,” and eliminates the 
crowding that is always so unpleasant 
in small quarters. 

Their head buyer, Frank Popper 
says: “We are doing very good, and 
have every expectation that business 
will continue to grow better.” 

Grossman’s have a very voguish 
model in a bow-tie, which really is a 
strap with a large bow attached to the 
strap itself and placed considerably off- 
center. Their buyer reports that it is 
a good seller. 


Abraham & Straus Open 
New Shoe Salon 


BROOKLYN, N. Y.—Abraham & 
Straus have opened a new salon in 
their women’s shoe department, featur- 
ing Laird-Schober shoes. 
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Philadelphia Shoe Company 
Liquidating 

San FRANcisco, CaL. (UTPS)—In 
announcing their selling-out liquidation 
sale, the Philadelphia Shoe Company, 
825 Market Street, briefly refer to the 
history of this pioneer firm founded by 
B. Katchinski as follows: “Since 1881— 
Pioneers of California’s retail shoe 
business—a landmark in San Fran- 
cisco—First in the United States to 
give gifts to children and first to form 
an association to take care of em- 
ployees. Loved by the public for their 
honest and kindly dealings; their 
smart, fine shoes; their considerate, 
personal service. Old friends will greet 
you for the last time here.” It is un- 
derstood that efforts are being made to 
have the firm-name, Philadelphia Shoe 
Company, continue as a retail shoe 
store at the same address after the 
liquidation of the present firm is com- 
pleted. 

The Brandt Shoe Company, Ltd., has 
recently opened a shop at 1003 Market 
Street; this store, as with the firm’s 
Sacramento and Palo Alto stores, is 
managed by Paul Tieburg. 

The Shoe Mart, Inc., has moved from 
2610 Mission Street to larger quarters 
at 2690 Mission Street; and the R. A. 
French shoe shop from 2611 to 2623 
Mission Street. 


J. E. Eckhard Buys Tru-Fit 
Shop in Kansas City 


Kansas Crry, Mo.—John E. Eckhard 
has recently bought the Tru-Fit Boot 
Shop here. Mr. Eckhard represents 
W. B. Coon Co. of Rochester in this 
territory and is also interested in the 
Wilbur Coon shop in St. Louis. The 
name of the local store has been 





changed to Wilbur Coon Shoes. 
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DUN DEER SANDALS 


are “actually” being sold. Four coast concerns alone re-ordered 

last week 1469 pairs. Not including this telegram: 
‘*RUSH ACME ONE HUNDRED PAIRS WHITE SANDALS. . 
WRITE YOUR OWN SIZES. IF YOU HAVE NOT 
SHIPPED OUR LAST ORDER, SEND WHITES BY EX- 
PRESS. GOOD LUCK AND HAVE PLENTY OF WHITES 
MADE FOR IMMEDIATE SHIPMENT AS CALIFORNIA 
WILL GO DUN DEER, APRIL, MAY, JUNE.'' 


> & ¢ 


Not only fast selling but profitable. Women’s sizes: 2-3-4-5-6-7-8. 
Children’s: 10-11-12-13-1. Full sizes only. Priced, Women’s, $2.60; 
Children’s, $2.10. Net 30 days. Plenty of colors and combina- 
tions. “Best Sellers,” White Elk, Smoked Elk and Patent. De- 


liveries about two weeks. Order now. 


Dun Deer Sandals, Inc., | Auburn, N. Y. 


REPRESENTATIVES: 


The von Hamm-Young Co., Ltd. Arthur MacDonald 
Honolulu, T. H. 140 No. Berendo, Los Angeles, Cal. 


SPORTS —CAMPUS—STREE 
PAJAMA—DANCING—BEACH 


Perth Shoe Co., Ltd. 
Perth, Ontario, Canada 

















[ | —* | IN STOCK! 


be ) 4 At Popular Prices 


Home of the famous swimming poole | j | Ma] =—- Get. your share of the Riding 


Boot business with “Colt” Boots. 


P ; We have in stock Men’s, 
| . Women’s and Children’s boots in 

: a most comprehensive line cover- 

ing all price ranges. Now is the 


at 4Q* and Lexington NEW YORK time to order for Spring and 


Summer trade. 


Unlike any other | a a 
New York hotel. Colt-Cromwell Co., Inc. 
An atmosphere A 
every guest en- — pines 
joys. You will, too. “i a 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 
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Fries, inte ® 


IN STOCK 
a i 


f No. 1434—T: 
‘| Kid Everett 
C-D-E, $2.60 























Ne. 1435—Tan 
% id a 
1 C-D-E, $2.60 






























W. 8. CHASE & SONS 
HAVERHILL, MASS. 

FINE SLIPPERS 
Men and BOYS 








Seston Office: 501 Statler Bldg. 
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WHERE TO BUY 
Riding Boots 
RIDING BOOTS 
IN-STOCK 
For Men, Women and 
Children—also 


Jodhpurs and Field 
Boots. 

























pM. CONNEQ, 
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SHOE Co. 














New Wholesale Firm 


Des Moines, N. M.—The general 
line wholesale firm known as_ the 
George Joseph Mercantile Co., of this 
city, is planning to open another dry 
goods’ wholesaling establishment in 
Trinidad, Colorado, some time in 
April. Included in the stock to be 

i carried will be men’s. women’s and 
a | children’s shoes, also canvas footwear 

—merchandise which has not hereto- 
fore been carried by this house. The 
new store will be in the Joseph Build- 
ing, recently purchased by the com- 
pany. 































What’s New 
And What's Said About It 














A novelty effect in men’s and boys’ shoes is 
made possible through the use of “Bullet Welt” 
as illustrated in the above photograph. This 
new type of welting has recently been intro- 
duced to the trade by Barbour Welting Com- 
pany, of Montello, Mass. It is of double deck 
construction, with a row of ornamental spots 
of nickel or brass in the top deck. Although 
not designed for conservative types of shoes, 
it is recognized that a place exists in many 
lines for a novelty of this sort, and it is being 
widely sampled. 








New Firm Takes Over 
Brockton Last Co. 


BrockTon, Mass.—The business of 
the Brockton Last Co., Brockton, Mass., 
has been sold to Henry L. Moorhouse, 
Carl L. Sturgis and Earl W. White, 
who have formed a new corporation, 
the Brockton Last Manufacturing Co., 
to take over the enterprise, with Mr. 
Moorhouse as president, Mr. White as 
vice-president and Mr. Sturgis, treas- 
urer. Fred Drew, who has been presi- 
dent and treasurer of the Brockton 
Last Co. since 1913, will continue an 
association with the new organization 
as chairman of the board of directors. 
The new owners assume possession 
April first. 

Henry L. Moorhouse, president of the 
newly formed Brockton Last Manufac- 
turing Co., has been associated with 
that company for 40 years and has 
been a director and vice-president since 
its incorporation in 1913. Mr. Sturgis 
has been with the United Last Co. in 
an executive capacity at the C. L. 
Sturgis Branch in Brockton for the 
past seventeen years and previously 
was with the Woodward & Wright 
Last Co. of Brockton for eleven years. 
Mr. White was with the United Last 
Co. as women’s last designer and sales- 
man for several years and for the past 
eight years has been with the George 
E. Belcher Co., Stoughton, Mass., in 
the same capacity. 

Fred Drew has been connected with 
the Brockton Last Co. for 44 years, 
having entered its employ in 1887 as 
bookkeeper and shipper. Upon the 
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purchased the Cary half-interest, and 
in 1912, upon the death of Augustine 
A. Delano, Mr. Drew purchased the re- 
maining interest and incorporated the 
business. Mr. Cary, Mr. Delano and 
William Thompson founded the busi- 
ness in 1884. Mr. Thompson retired in 
1894. - During these 47 years the Brock- 
ton Last Co. has always occupied a 
position of leadership in the last busi- 
ness. 

The newly-formed Brockton Last 
Manufacturing Co. will occupy the 
present plant, a substantial brick struc- 
ture on Court Street, Brockton. 





89th Birthday of Veteran 
Retail Salesman 


MOBILE, ALA.—J. J. Damrich, who 
will round out half a century of selling 
shoes at retail next November, cele- 
brated his 89th birthday Feb. 24. The 
fact that the entire retail shoe career 
of this fine old gentleman has been 
spent at one business address is quite 
remarkable. It also attests to the sound 
business principles to which he has 
rigidly adhered. 

In spite of his long energetic life, 
Mr. Damrich still retains an active 
interest in the store he founded. Most 
of the management details, however, 
have been very creditably assumed in 
recent years by his son, John J. Dam- 
rich, Jr. 


Hardware Group Secretary 
Talks to Shoe Men 


RICHMOND, VA. (UTPS).—Thomas 
B. Howell, secretary of the Virginia 
Hardware Dealers’ Association, ad- 
dressed the Richmond Shoe Retailers’ 
Association at their monthly meeting 
Wednesday night, March 25. His sub- 
ject was “Management and Its Impor- 
tance at This Time.” 

The history of shoe manufacturing 
was set forth in a paper read by Mr. 
Passamaneck. 

Mr. Howell also spoke of the value 
of association work and why it is nec- 
essary that each group cooperate to 
the fullest extent. In addition to the 
firms which are members of the asso- 
ciation, all employees were invited to 
attend. 





R. P. Hazzard Co. Takes Over 
Emerson Assets 


Boston, Mass.—One of the final 
steps in the liquidation of the Emerson 
Shoe Manufacturing Co., of Rockland, 
Mass., was taken last week when the 
Emerson name, lasts, patterns and 
good will were taken over by the R. P. 
Hazzard Co. 

This company will make Emerson 
shoes to retail at $5 and $6, the 
shoes to be merchandised by a sub- 
sidiary company—the Emerson Shoe 
Co. With this latter and newly organ- 
ized company will be associated Ed. 
Brandman, who has been with the old 
Emerson Shoe Manufacturing Com- 
pany for a number of years. 

The shoes will be made in the Gardi- 
ner, Me., factory of the R. P. Hazzard 
Company. 





death of William H. Cary in 1899, he 




















HorTreL EDISON 


A hotel worthy of its name’ 


47th Street, just west of Broadway, New York 


1000 ROOMS—1000 BATHS 
RADIO IN EVERY ROOM 


New York’s newest mid-town hotel, offering 
for the first time a new standard of luxurious 
hotel accommodations at truly moderate rates. 
Single from $2.30 - Double from $4 - Suites from $87 
WILLIAM F. THOMANN, Manager 











Welcome to 
New York and 


OPPOSITE PENNSYLVANIA R. R. STATION 


The Hotel with 
REASONABLY PRICED 
SAMPLE ROOMS FOR 

SHOE MEN 


1200 pleasant rooms each with Servi- 
dor, bath, circulating ice water and 
radio provisions. 


3 | 
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Do You 


HIGH 
HAT 


the Small Sales? 


The Woolworth 
Tower — the Wrigley 
Tower — street rail- 
ways — bus lines — 
dime stores —- are all 
built on small sales! 

If the biggest institutions in the country respect nickels 
and dimes, a QUARTER should receive considerable 
consideration, particularly when it represents 100% profit 
on your investment. 

If you buy CALLUS CUSHIONS by the gross you 
make a QUARTER on every pair. If bought by the 
dozen you still make 2lc per pair. 

Don’t hesitate to suggest metatarsal elevation—every 
foot requires it. 

CALLUS CUSHIONS are the only leather covered 
metatarsal pads that fasten with prongs. Adjusted easily, 
quickly and as frequently as desired without damage to 
the prongs, as they are specially processed and will not 
bend or break. 

LEATHER COVERED. There is no raw rubber to 
draw the stocking uncomfortably or to heat the already 
HOT SPOT under the metatarsals. 

3 sizes: 0 1 2 


“They Fasten With Prongs” 





Shoes up to 4 5 to 8 Over 8 
Packed 2/#0, 8/#1, 2/#2 to the dozen pairs unless other- 


wise specified. 
$3.50 per dozen. Gross lots, $42.00 less 10%. 


Ask Your Jobber or Order Direct 


JOHNSON PRODUCTS, INC. 


1145 E. 22nd Street, Indianapolis, Ind. 








—— ca nal 
Bal SHOES’ ncSusrs 


IN STOCK 
BROWN KID 
RAJAH APPLIQUE 
PATENT LEATHER 
MATT KID APPLIQUE 
BLACK KID 
— BLACK SAND APPLIQUE 
== = ALL WHITE KID 


Combination Last AA to E LEATHER HEEL 


“Made in Phila. by Master Craftsmen” 


C. S. GIBBON CO., Inc. 
— 








= 54 No. 4th St., Phila., Pa. 


Send for Catalog 








HIGH GRADE 


CAMP MOCCASINS 


MEN’S AND BOYS’ IN STOCK 
Black and Tan with 
soles 


Black and Tan _ with- 
out soles 


Men's sizes 6-11 
Boys’ sizes 1-5 


Samples submitted 
upon request 


LYONS & COMPANY 
122 Duane Street, New York, N. Y. 
Specializing in Shoe Store Novelties 
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WHERE TO BUY 
Ballet Slippers 


6 AP er 


DURO-TOE 











patented suede toe- 
rotector. Pink, 
lack or White 
Satin. Retails profit- 
ably at $5.50. Colors 
to order. 


Sune ror New 
1931 INn-StTooK 
CaTaLoour B.S 
AT Once Ds- 
LIVeRius. 

















BALLET SLIPPERS — IN STOCK 


of the unusual kind 
Bi02 Bik. eid. Hand Turn 


0e 
Child’s 6 to 11—$1.35 
Misses 11% to2— 1.46 
Women’s 2% to8— 1.46 
Also Hard 
SCHWARTZ & HERDER, Inc. 
lalists in Ballet and Comfort Siigpere 
241 No. ilth St., Philadelphia, Pa. 














Im Stock Black Kid 
Ballet ee ane Left 


Ladies’ $1.25 peir 
y $1 ir 


Misses -20 pa 
Child’s $1.15 pair 
BLOG SHOE CO., INO. 
147 Duane Street, 
New Yerk Oity 














Sumi 


BALLETS 


Rights and Lefts 







Two Grades 


wmM. 
In Stock SUMNER 








825 West Monroe Chicago, il. 





* KENDALL'S 30: 


Black Glove Leather Uppers 
Grey Elk Sole 
WOMEN $1.00—MISS $.95 


White Glove 

Leather Uppers 
White Elk 
Sole 


Women $1.15 
Mise $1.10 
if 












Send for Circulcr 
DEPT. C. 

















+r KENDALL SHOE COMPANY * 





On the Selling End 


News of the Shoe Travelers and Sales Activities 


EORGE E. 
WENDORF, 
who has. been en- 
gaged in the whole- 
sale shoe business 
in New York City 
for nine years and 
who has been sell- 
ing shoes in and 
about New York 
and New England 
for eighteen years, 
will take charge of 
nee a — 
or Hut ames “a 
Shoe Mfg. Co., of ee 
Milwaukee, with a territory compris- 
ing New England, Greater New York 
and the metropolitan district and New 
Jersey. 

Huth & James manufacture young 
women’s Littleways and Goodyear 
welts to retail at $5.00 and $6.00, which 
are carried in stock AAA to EEE, and 
the shoes are well known in the West. 
The up-to-date factory in Milwaukee 
has a capacity of 5000 pairs per day 
and is busy at the present time. Mr. 
Wendorf will introduce the line to the 
eastern trade, with whom he has a wide 
acquaintance. 

Mr. Wendorf expects to open an office 
in the Marbridge Building, New York 
City, in the near future. 








HE H. C. Godman Co., operating 11 

shoemaking units in Columbus and 
Lancaster, reports that orders are now 
coming in rapidly from the various dis- 
tributing branches of the company. 
During January and February orders 
from traveling salesmen were very sat- 
isfactory and the plant operated to full 
capacity with between 30,000 and 382,- 
000 pairs daily output. The two units 
in Lancaster, Ohio, making women’s 
McKays are under full operation and 
will continue so throughout April. The 
men’s welt unit in Columbus, a newer 
unit, is also doing very well. 

The Walter T. Dickerson Shoe Co., 
operating on South Front Street, is do- 
ing about 80 per cent of capacity with 
an output of 1000 pairs daily. This 
company is making up a number of new 
models, particularly in white leathers, 
linens and in cut out sandal effects. The 
new models will be out within a week 
or 10 days, it is announced. 





EON S. NOVOGROSKI, who was 
until recently buyer of shoes for 
William Filene’s Sons Co., of Boston, 
retail merchants, has become sales man- 
ager for Strout, Stritter & Co., makers 
of popular grades of Littleway shoes in 
the Vamp building in Lynn. Mr. Novo- 
groski will deal with the styling of the 
a as well as with the selling of 
them. 


OF gewengead PHELAN, for the past 
ten years manager of the Goding 
Shoe Company, Paris, Ili., has resigned 
and now represents the Jarman Shoe 
Company, selling Friendly Five shoes 
in the Chicago metropolitan territory. 





T= similarity of shoe and jewelry 
trunks has often been commented 
upon. 

J. F. Teeple had the misfortune 
some weeks ago of having his trunk 
broken into and two grips of sam- 
ples stolen either while in transit 
trom Cleveland to Chicago or while 
the trunk was being transfrered from 
the railroad station to the Palmer 
House, Chicago. As Mr. Teeple puts 
it: “Evidently the burglars thought 
they were going to get a rich haul. 
The shoes were not even in pairs. So 
that they had a bitter disappointment. 
So far they have failed to return the 
samples to their rightful owner.” 

“Samples or no samples,” the Teeple 
Shoe Company reports, “business has 
been coming in during the past few 
weeks to such an extent that we are 
now trying to get our production up 
to the highest point in our history. Late 
buying has made this necessary.” 





*T*HE Chicago Shoe Travelers Asso- 

ciation, at its monthly meeting last 
Saturday, appointed a committee of 
seven, headed by Frank B. King, to 
help organize that part of the shoe 
industry which will participate in the 
1933 “World’s Fair of Progress,” to be 
held in Chicago. 

The travelers plan to make shoes 
very conspicuous in the coming exposi- 
tion and the committee will meet short- 
- to organize and make preliminary 
plans. 


No Change in Myers Store 


RocHESTER, N. Y.—Fred Myers, of 
the Myers Shoe Store, 31 Front Street, 
wishes to make it clear that his es- 
tablishment is in no way connected 
with a store of somewhat similar name 
recently reported in financial difficulty. 
Mr. Myers states that his store is still 
operating successfully at the location 
where it has been for the past 40 
years, and is looking forward to a 
prosperous future. 


R. E. Blue Made Manager 


Kansas City, Mo. (UTPS)—R. E. 
Blue, who has been connected with 
Kline’s here for five years, was recent- 
ly appointed manager and buyer for 
the Andre Shoes department of that 
store. Mr. Blue fills the position left 
vacant by A. F. Martin, who has gone 
to New York. 

Bruton Woods has been recently ap- 
pointed manager of the shoe depart- 
ment of Mitchell’s in Joplin. 





Business on Upturn in 
Milwaukee 


MILWAUKEE, Wis. (UTPS) — Upper 
Third Street shoe retailers, almost 
without exception, say that the past two 
weeks have shown a decided increase 
in their business. The warm weather 
and the fact that many workers have 
recently been returned to their jobs is 
given as the reason. 

Shoe prices are low at present. 
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| xcellence witlin the shoe ~ 


Manufacturers of all grades of footwear are con- 
fronted with the same problem — how to give the 
wearer the most quality and style for the price asked. 
Celastic, long the choice of makers of high-quality 
shoes, is now finding universal favor among manufac- 
turers of popular-priced footwear. Perfect reproduc- 
tion of the style lines of the last, plus the comfort of 
a toe free from ridges and loose linings, enable manu- 
facturers in all price fields to offer their customers 
greater footwear value. 


UNITED SHOE MACHINERY CORPORATION 


THE QUALITY BOX TOE 
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WHERE TO BUY 
Ballet Slippers 





REPUTATION 


—that’s what counts in 
making profitable sales 
of theatrical footwear. 
We make a complete line 
of dancing shoes whose 
merit is known to dan- 
cers everywhere. 


Write us! 


CHICAGO 


The Heffet THEATRICAL SHOE CO. 
Teo Slipper 3rd floor, Capitol Bidg., 
159 N. State St., Chicago, fll. 
Coast Orders filled from: 
6715 Hollywood Bivd., Hollywood, Cal. 








WHERE TO BUY 


Children’s Footwear 


8 











Children’s Fine ) Goodyear Welt Shoes 


THE GILBERT SHOE CoO. 
THIENSVILLE, WIS. 











CHILD | 
LIFE 


High Grade Goodyear 
Welt Shoes in Stock. 








Wiswell-Everston Shoe Mfg. Co. 
Cedar Grove, Wis. 
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WHERE TO BUY 


Shoe Forms 
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Jatiry Jorms 
for Shoes and reat 





p= oa Auburn, N. Y. 
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law of supply and demand than are 
some other commodities, the better sea- 
sonal take-off is, generally speaking, 
higher priced. An important function 
of management is the striking of the 
best possible balance between the price 
paid for hides and the quality of the 
product obtained. Long experience in 
the market and a high degree of alert- 
ness are necessary. 

Because of the fact that various 
parts of the hide are used for a wide 
variety of purposes, careful considera- 
tion must be given to the disposition 
of these parts. For instance, after a 
hide is tanned and made into leather, 
there may exist an excellent market 
for the center portion, with compara- 
tively little market for the shoulders 
and bellies. If the tanner has put 
through too many hides, even though 
he sells all the bends he can produce 
at fair prices, he may lose money 
through the accumulation of a _ top- 
heavy shoulder and belly inventory. 
And at times, the situation with re- 
spect to these grades may be reversed. 
The manager must strive constantly to 
maintain the proper ratio between the 
two groups, and between others. If 
this is impossible, he must curtail his 
production, even at the risk of losing 
business, to the end that there may 
be no disastrous over-production of any 
one item. 

There must be, of course, a com- 
petent man in charge of actual tan- 
ning, but an equally essential factor 
is a well organized chemical laboratory 
which will control tanning processes, 
selecting suitable tanning materials of 
the proper quality and using them in 
the correct proportions. Because of 
the long time process required, a large 
amount of money is invested in tan- 
ning, and it easily may be jeopardized 
if the process gets out of control. The 
most dependable of tanning experts 
may make occasional errors of judg- 
ment. The chemical laboratory, there- 
fore, or some similar agency, must 
exercise a necessary function in the 
proper control and checking up of the 
judgment of the tanner. 

Reference has already been made to 
the long time process involved in tan- 
ning leather. The interval between the 
placing of the hide in the tanning 
vat and its emergence from the plant 
in the form of finished leather, com- 
pared to the process time of many 
other industries is as months are to 
days. In this connection, I call atten- 
tion to the necessity for the proper 
budgeting of operations. The leather 
industry suffered acutely in the 1920 
depression, mainly because of the heavy 
depreciation in inventory which re- 
sulted when hides dropped in value 
from more than 50 cents a pound to 
10 cents, while they were still in proc- 
ess. Naturally, the values of the fin- 
ished products also dropped. 

Fortunately, leather manufacturers 
learned a lesson a decade ago, and 
when the present depression came, 
there was no such discouraging inven- 
tory on hand; but if management is to 
guard at all times against a repetition 
of 1920, when it took a number of 
years to liquidate this heavy inventory, 
it must be sure that its plant is never 
over-stocked with high-priced hides. A 
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Success Depends on Key Men 
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careful budgeting of the industry as a 
whole, with especial reference to the 
purchasing of raw materials, is a very 
important factor. This budgeting may 
be so adjusted that there will be a 
minimum amount of purchasing neces- 
sary at a time when the price of hides 
reaches what is, in the mind of the 
buyer, an excessively high point. It 
should also provide for a policy of pur- 
chasing in excess of immediate require- 
ments when hides attain an attractively 
low figure. 

The leather industry is one of the 
oldest in the world. Like so many 
old enterprises, however, the indus- 
try has been affected more or less 
adversely by traditions, rule of thumb 
methods, and failure to develop mod- 
ern methods of handling materials. 
In my opinion, its management has 
not always been awake to the need of 
keeping up with modern trends with 
respect to research activity, inventive 
accomplishment, and improvement. 


Our: tendency has been toward the 
adoption of a laissez faire attitude, 
and toward an unjustified optimism 
with respect to the resilient quality of 
the industry. Fortunately, within the 
past several years there have been signs 
of a real awakening. Research work, 
both cooperatively and by individual 
concerns, has been undertaken with a 
view to finding new uses for the manu- 
factured product, and the cost saving 
devices which the pace of modern com- 
petitive industry makes imperative are 
being worked out in laboratories and 
in experimental departments. It is 
decidedly the responsibility of man- 
agement to institute these research 
and experimental projects, to support 
them as they progress, and to insist 
upon the production by them of tangible 
and profitable results. 


This mention of research leads logi- 
cally to the point which I consider 
paramount with respect to the future 
of the industry. The future of the 
leather industry lies primarily in the 
collective hands of its chief executives. 
Whether they make or mar it depends 
largely upon the attitude which they, 
as individuals, take toward one an- 
rae 3 and toward the general welfare 
of all. 


Well established and well maintained 
marketing programs would tend to 
make for a uniform and dependable 
basis which, in the long run, would be 
of direct and permanent benefit to the 
consumer. The younger industries have 
been eminently successful in the em- 
ployment of suitable cooperative meth- 
ods by their individual units, and it is 
high time that the leather industry fol- 
lowed in their footsteps. 

The manager of the individual leather 
concern should possess, and should in- 
still into his subordinate executives, 
a reasonable degree of confidence in the 
good intentions of his competitors. He 
should educate his ‘organization to the 
paramount necessity for cooperative 
work, particularly with respect to re- 
search in the fielas of production and 
marketing. Neither he nor his subordi- 
nates should feel that because a com- 
petitor is not 100 per cent perfect in 
cooperating, the competitor’s intentions 





are not good. 
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One block from Penn Station, subway station 
and railroad terminals by direct private en- 
trance; in the heart of New: York’s retail 

and wholesale centers—an ideally located 
hotel no matter what mission brings you 
to New York. 1931’s new rates make the 
Martinique New York’s best hotel value. 


Room i .50 to 


use of 


e 
Room with .25 to 
Private Bath 


JOSEPH E. MARKEL, Mgr. 


Bw, Y 32% 


In the Very Center of New York £ 











Students in famous Illinois clinic 


STUDY CHIROPODY 


Many of the world’s leading Chiropodists are former shoe people 
who have followed up their valuable experience at the fitting stool 
with a course ir, Chiropody. Today they are earning from $5,000 
to $15,000 a year. 

The opportunities for Chiropodists are unlimited. In the United 
States there are about 162,000 physicians, about 82.000 dentists, 
but only 5,000 Chiropodists! A virgin field! 

Course only 2 years at best known College of Chiropody in 
America equips you for practice. 19th year. You are ready to enter 
with four years high school or equivalent. Largest foot clinic in 
world —over 16,000 foot cases handled annually, large faculty 
physicians, surgeons, chiropodists. W rite for catalog. Nocbligation. 


————=== MAIL THIS COUPON TODAY —~—~-~—— 


ILLINOIS COLLEGE OF CHIROPODY AND FOOT SURGERY 
1327 N. Clark St., Chicago, Illinois 

Gentlemen: Please send me, postage prepaid, latest catalog and complete 
information relative to Chiropody and your school. 


Name 


Street and Numb 
City. 

















Sometimes WE 
are surprised 


UT we try not to show it... This 

time a husband said his wife was 
arriving in 10 minutes, and could we 
help him arrange a surprise dinner party 
for her? Here was a list of 12 guests... 
would we telephone them and “‘fix 
things up’’ while he dashed to meet his 
wife at the station? There were 14 at 
that dinner. . . and his wife was really 
surprised! 
It’s our belief that a hotel should do more 
than havelarge, airy rooms, comfortable 
beds, spacious closets. Beyond that, we 
daily try to meet the surprise situation 
(without surprise), no matter what the 
guest wants. 


Extra service at these 2 5 


UNITED HOTELS 


NEW YORK CITY'S only United ... .The Roosevelt 
PHILADELPHIA, PA. The Benjamin Franklin 
The Olympic 

‘WORCESTER, MASS 
HOWRAH foc vc cccccccccces The Robert Treat 
PATERSON, N. J....... The Alexander Hamilton 
THBNTON, Me Jos cc ccvcceccecce The Stacy-Trent 
HARRISBURG, PA. ......+++e0e: The Penn-Harris 
MEMRAM IE Ms ooo occ kccccciaces The Ten Eyck 
SURACUGR TON: 5 oc ccccecvaces The Onondaga 
ROCHESTER, Mi Y. «<6 5s cccccccccecs The Seneca 
NIAGARA FALLS, N.Y. ......+20000- The Niagara 
The Lawrence 
The Portage 
WRN MIE sec See vcctcakecaens The Durant 
RANGAS CITY, MO. .0.60cccccece The President 
TUCSON, ARIZ El Conquistador 
SAN FRANCISCO, CAL. .......... The St. Francis 
SHREVEPORT, LA. ..... The Washington-Youree 
NEW ORLEANS, LA. The Roosevelt 
NEW ORLEANS, LA. The Bienville 
TORONTO, ONT. The King Edward 
NIAGARA FALLS, ONT. .........064- The Clifton 
WINDSOR, ONT. ........... The Prince Edward 
KINGSTON, JAMAICA, B.W.1.. The Constant Spring 
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WHERE TO BUY 
Dancing Shoes and Taps 


















IN-STOOK 
Ne. 9780—Biack Kid 
$1.75 


TAP SHOES Attecnea’” 


No. 9785—Patent 
Leather 


BROOKS SHOE MFG. 00. 
Swancen & Ritner Sts. 
Philadelphia 








TURN COMFORT SHOES 


Straps 
Oxfords 
Boudoirs 


Tap Slippers 





The Best Values on the market today 
to retail at $1.98 to $2.98. 
Write for samples 
GLENN ROBERTSON SHOE CO. 
MINNEAPOLIS, MINN. 














WHERE TO BUY 
Work Shoes 

















IN STO 
IF it's built b . 


‘It's buill for Service FIP 









WHERE TO BUY 
Spats 
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IDEAL 


Registered Trade Mark 
With Manolis Spats 
aad Shee Oraaments you 
will advertise your name 
fer the season of 193/. 


Attractive window dis- 
players given with or- 


i 


MANOLIS MFG. CO. 
4248 Ne. Crawford Ave. 
Chicage, 11. 














To Feature Shoes 


Des MoInges, N. M.—An attractive 
and up-to-date shoe department will be 
an important feature of the new store 
to be opened by George Joseph Mer- 
cantile Company about April 1 in Trini- 
dad, Cal. e concern will be known as 
Standard Underselling Stores. 





Blue Gains in 
Favor in Shops 
of Kansas City 


Kansas City, Mo. (UTPS) — New 
shoes for milady are blue shoes—al- 
most invariably, according to sales re- 
ports from some of the leading shoe 
shops and shoe departments of the 
larger stores here. Blue shoes of kid- 
skin, morocco and pin seal are not only 
being promoted by the shops but are 
being sold as well, merchants say. 
Business during the last week has in- 
creased 10 per cent, and a check-up re- 
veals as many pairs of blue shoes as 
black ones sold during that time. 

Patent leather is very good and is 
featured in shoe, bag and belt ensem- 
bles. “Although patents are good, only 
a limited number are sold,” R. E. Blue, 
buyer for Andre Shoes at Kline’s, said, 
“and it is not likely that they will be- 
come leaders at any time.” Kline’s fea- 
ture the black patent opera pump with 
white patent bow. They have done a 
splendid business with it, ensembling 
the pump and flat black patent purse 
with touch of white. 

Mr. Collins of Hanan & Sons reports 
patent leather sales on opera pumps 
only. Other patent models are just be- 
ginning to show life, he says. Laird 
Schober find black shoes still in the 
lead, due to the fact that women are 
more or less economically inclined this 
season, and buy black in preference to 
colored shoes because black can be 
worn with almost any type of costume. 

Snakeskin has died out, appearing 
now only in subtle trims on black or 
blue shoes. Morocco and pin seal has 
taken its place. 

Buckskin shoes in spectator sports 
types are beginning to show life, es- 
pecially in brown and beige combina- 
tions with boulevard heels. I. Miller 
displays a natural buckskin with tan 
punch work calfskin combination. 


Silas Musliner Dies 


NEw YorK—Silas Musliner, head of 
the well known leather firm of Silas 
Musliner, Inc., of 100 Gold Street and 
47 West Thirty-fourth Street, died last 
Thursday, March 26, following a stroke 
of paralysis, at his home 500 West End 
Avenue. He was 54 years of age. 

Mr. Musliner had many friends and 
acquaintances in the manufacturing 
and retail branches of the shoe trade 
as well as among those connected with 
the leather industry. The funeral, 
held Sunday morning at Riverside Me- 
morial Chapel, Seventy-sixth Street 
and Amsterdam Avenue, was largely 
attended by friends and representatives 
of the leather industry who came to 
show their respect and affection. 

The name of Silas Musliner was as- 
sociated especially with fancy leathers 
and he was especially successful in the 
development of striking patterns and 
designs. His exhibits at the leather 
shows held twice a year in New York, 
in connection with the Joint Styles 
Conference, were always outstanding. 

Besides his widow, Florence, Mr. 
Musliner leaves two daughters, two 
brothers and three sisters. He was a 
member of Eureka Alumni Association 
o_o Centennial Lodge 763, F. and 
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Visualizing the Use and 


the Costume 
[CONTINUED FROM PAGE 38] 


air cooled or ventilated shoes and 
eighteen types of various sport shoes. 
Just the action of the fan in blowing 
the floss, put the idea of “These shoes 
will mean cool and comfortable feet for 
me during the warm weather,” across 
much better than any kind of signs 
would. Following this window, which 
did not stay in as long as scheduled 
due to the fact that it sold out the 
shoes, was one in which three types of 
men’s shoes, were shown: A, sports; B, 
college; C. business. 

Again dividers were used in the 
men’s window. This time the back- 
grounds were cut out panels of the 
Moderne type. In the center of each one 
was a man typifying the kind of shoes 
displayed in each section. These pan- 
els were four feet wide and five feet 
high. They were cut out of wallboard 
with a man’s figure painted in natural 
colors. The outside panel was painted 
in the new school. Here’s a little trick 
I discovered some time ago: in painting 
anything of this nature in various 
shadings of the same color, a dash of 
black at the bottom should be first put 
on. Then a few odd, small black 
dashes for contrast farther up the 
panel. By starting with the deepest 
shades at the bottom and adding a dash 
of white to the paint for each section, 
a perfect blend is consummated. 

If this cut out was used “as is” its 
entire effect would be lost. Fashioning 
a rounded back to it, then by having a 
concealed light right in back of the 
man’s figure, a very striking effect is 
accomplished. This throws the back- 
ground of the cut out into bold relief 
and so lightens the effect of the whole 
display. 

Now in these figures the use of each 
set of shoes is further designated 
through a small illustration at the left 
of the man. In the sport shoe group 
the figure is a golfer, the illustration a 
fairway, of course, only sport shoes 
are shown in this section. In the next 
section is a collegiate figure, college 
building illustration with just young 
men’s snappy tan shoes. The third fig- 
ure is that of a business man with a 
skyscraper illustration and a showing 
of conservative black business shoes. 

There we have three distinct types of 
shoes, each carrying its own message. 

Windows of these kinds make sales, 
for people pick their shoes from a 
color and utility point of view, rather 
than just from pattern. 





Patent Vogue Increasing 


Des Moines, Iowa (UTPS).—Rising 
popularity of patent leather shoes for 
spring in this section is reported by 
W. P. Williamson, manager of the 
Walk-Over Boot Shop. General demand 
has appeared, not confined to the school 
going crowd. 

Black kid maintains its customary 
volume lead, with demand just begin- 
ning for the lighter colored shoes, sea 
sand. Blue shoes are considered smart 
and some season demand for dark green 
is apparent. Sandal type shoes, straps 
and ties are popular styles for spring, 
and varying heel heights, with cadet 
type leading. 
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WHERE TO BUY 


Women’s Shoes 
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FOR WOMEN 
THE JOHN EBBERTS SHOE OCO., ING. 
IN Buffalo, N. Y. éroox 











GHEKKO BRAIDED 
SANDAL CORP. 
303 4th Ave., New York City 








Ceara BOT 


Internationally recognized as the acme of 
utility shoes. 
A product of 


SHAFT-PIERCE SHOE CO., Faribault, Minn. 











Ultra Smart Sandals 





Best Color Quality 
Combinations. q Predominates 
Unusual Write 

’ Direet. 


Profits. 


BIAKRITZ SANDALS, INC. 
120 West 30th St., New York City 

















Henry Clay Graton Dies 


WorRcESTER, MAss.—Henry Clay 
Graton, one of the founders of Graton 
& Knight Company, died March 20. 

Born July 10, 1830, in Leicester, 
Mass., Mr. Graton received his early 
education in the public schools of his 
native town. In February, 1851, at the 
age of 21, Mr. Graton and his boyhood 
friend, Joseph A. Knight, resigned 
their positions with T. K. Earle & 
Company, card clothing manufacturers, 
purchased that company’s belt shop and 
formed a partnership that resulted in 
the business now conducted under the 
incorporated name of Graton & Knight 
Company, Worcester, Mass. 

During his long association with the 
company, Mr. Graton was most active 
in the sales end of the business. Sell- 
ing had a peculiar fascination for him 
and when the little shop lacked orders 
he would leave the bench, take his grip, 
and start on a selling trip, traveling by 
train or on foot as conditions necessi- 
tated. 

For more than two-thirds of a cen- 
tury Mr. Graton directed the policies 
of the’ Graton & Knight Company, 
steadily forging ahead against keen 
competition. 
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Snap Up Your Newspaper Ads 
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lated to make her leave the breakfast 
dishes in the sink, so that she may 
take immediate advantage of the 


store’s offerings. 


CHILDREN’S 


IMPERIAL, New Orleans. — Impe- 
rial realizes how important the right 
shoes are for soft little feet in this im- 
portant EASTER PRESENTATION. 
. . . Eight squares of shoes follow. 
The words “Stepped up in quality. 
Stepped down in price” at the top of 
the ad, lined on a series of steps, has 
interesting possibilities. 

KRUPP & TUFFLY, Houston.—Two 
important things are required to prop- 
erly fit children’s shoes: large stocks 
for sizes and types for different occa- 
sions, and intelligent fitting service by 
competent fitters. Krupp & Tuffly’s 
great shoe section for children offers 
these things to Houston and South 
Texas mothers. . . This ad domi- 
nated the page through its illustrations 
and cuts and size. 

CROLL & KECK, Reading, Pa.— 
The plastic growing feet need and de- 
serve Croll & Keck fitting-quality. ... 
Sneaks 25c. with every pair of boy’s 
shoes purchased. 

HAHN, Washington, D. C.— The 
Arithmetic of Real Shoe Economy Ju- 
venile “Hahn Specials.” Style plus 
Service plus Value. 

BULLOCK, Los Angeles.—It would 
not be Easter without new “shoes”’— 
bunny inspects his feet, twiddles his 
whiskers, and goes off at a brisk hop 
after new shoes—for it would not be 
Easter without them. Brothers and sis- 
ters and Easter bunnies agree on this 
—mainly because these new shoes are 
so nice to look at, such fun to wear and 
cost so little. 

MACY, New York.—Down the Ave- 
une they will march, Easter morning, 
hundr of shiny patent leather shoes 
and hundreds of small white buckskin 
shoes. That’s the accepted footgear for 
the dress occasions of one’s small sons 
and smaller daughters. And in a great 
many cases these shoes will be Gro- 
Shoes, because wise mothers know that 
Gro-Shoes are correct, not only sartori- 
ally but also orthopedically. 

GEORGE MUSE CLOTHING CO., 
Atlanta.—How the boys of Atlanta 
have taken to this shoe! It’s the great- 
est shoe hit in years. Spring weight 
Scotch grain with smart sportive trim 
of bright calf. Effective—and fine. 
With strong durable leather soles that 
wear double long. 


MEN 


NEBRASKA CLOTHING CO., Oma- 
ha.—The Nebraska’s search of the shoe 
world develops outstanding value. 
TOWN. TALK SHOES, $5 and $6. 
Compare them leather for leather— 
style for style—and realize an entirely 
new and amazing shoe value is here. 

WETHERBY KAYSER, Los An- 
geles.—Linen with tan calf. The well- 
dressed man will welcome this Johnson 
& Murphy shoe. Made on the new 
“Ambassador” last, it sounds a new 
note of smartness in shoes for sports- 
wear. 


6E 





WALK-OVER, Chicago.—The “Col- 
fax” knows its way about town. The 
new Colfax is a shoe you'll wear with 
both pride and comfort. 

BURT, Washington, D. C., uses this 
neat phrase: “Caring for the feet is 
better than curing them.” 

DREXEL SHOE CO., Omaha.—Men 
and young men who are interested in 
“getting the most for their money” are 
the ones who are buying the “Drexel 
Special”—and the fact that hundreds 
of them demand them again and again 
is conclusive proof of their quality as 
well as their smartness. $6.50. 


Analyzed 2,500,000 Pairs 
of Shoes 


[CONTINUED FROM PAGB 42] 


visit is made for the purposes of criti- 
cizing all operations, methods or mate- 
rials that in their minds could be im- 
proved and making constructive sug- 
gestions for their betterment. 

Each visiting works manager then 
turns into the bureau headquarters 
an individual report of his criti- 
cisms and suggestions, which reports, 
in turn, are gathered into a master re- 
port and sent to the works manager of 
the factory visited. Two weeks after 
he has received this report, a general 
meeting of factory executives is held 
at the bureau office, where the report is 
gone over in detail. 

A somewhat similar procedure is fol- 
lowed by the group of office managers, 
who thus effect an interchange of prac- 
tical ideas resulting in economies in 
such things as tag and coupon writing 
and office accounting. This group, fur- 
thermore, has recently begun an inves- 
tigation to determine whether or not it 
is practicable to put office workers on a 
piece-work basis of compensation, as 
factory employees are now. 

The purchasing group carries on in- 
vestigations into sources of factory and 
office supplies and findings used in the 
manufacture of footwear, setting up, as 
they go, standards of quality for the 
guidance of manufacturers of different 
grades and keeping abreast of the 
times in the field of new materials. 

In active charge of the bureau is A. 
Duncan Grant, a member of the firm 
of Freeland, Bates & Lawrence. Head- 
quarters of the bureau recently have 
been moved from the Statler Office 
Building in Park Square to the Cham- 
- of Commerce Building, 80 Federal 

treet. 








Pontiac Shoe Mfg. Co. on 
Full Time 


Pontiac, Itt.—An excellent volume 
of business is being done by the Pon- 
tiac Shoe Mfg. Co., and this firm has 
been operating its factory on full time 
since Dec. 29. In fact the orders have 
come in such a steady volume that it 
has been necessary to operate the cut- 
ting room on most of the Saturday 
afternoons. 

The business being done by this com- 
pany is entirely on arch support welts 
and sport shoes for women. 































THIS MAY BE 
YOUR OPPORTUNITY 











SALESMEN WANTED 





SALESMEN WANTED 


SALESMEN WANTED 














Salesman for Chicago 
and Vicinity 


Well-known Eastern manufac- 
turer of Men’s Shoes in the medi- 
um-priced grade is desirous of 
securing the services of a salesman 
who can produce results in Chicago 
and vicinity. 

If you have a record of sales 
with another manufacturer in our 
grade of merchandise, we will give 
a drawing account on basis of past 
performance. Otherwise, it will 

necessary to work on straight 
commission basis for a trial period 
of one month in order that we may 
estimate earning capacity. 

Send complete history of experi- 
ence, and the names of former em- 
ployers. Your application will be 
treated in strictest confidence. Ad- 
dress C-409, care Boot and Shoe 
Recorder, 239 West 39th Street, 

New York, N. Y. 


Salesman for Pittsburgh, 
Buffalo, and Vicinity 

Well-known Eastern manufac- 
turer of Men’s Shoes in the medi- 
um-priced grade is desirous of 
securing the services of a salesman 
who can produce results in the 
western portions of Pennsylvania 
and New York State. 

If you have a record of sales 
with another manufacturer in our 
grade of merchandise, we will give 
a drawing account on basis of past 
performance. Otherwise, it will 
be necessary to work on straight 
commission basis for a trial period 
of one month in order that we may 
estimate earning capacity. 

Send complete history of experi- 
ence, and the names of former em- 
ployers. Your application will be 
treated in strictest confidence. Ad- 
dress C-418, care Boot and Shoe Re- 


corder, 239 West 39th Street, 
New York, N. Y. 








S HOE SALESMEN wanted by old established 
mant line 


ef 


hare 
from $2. 
an Proposition. Gi ull 
ive Ad- 
dress C-314 Boot & S R . 
West 39th Seng hoe pum 239 


An old established New Eng- 
land shoe manufacturer making 
Boys’, Girls’ and Juvenile Welts 
and McKays, is in the market 
for a high grade salesman to sell 
the department and chain store 
trade throughout the country. 
Only one having long established 
contacts with this type of trade 
will be considered. All applica- 
tions will be held strictly confi- 
dential. 


Address C-428, care Boot & Shoe 
Recorder, 140 Federal St., Bos- 
ton, Mass. 


posteeer to 





New York, N. Y. 








S IDE LINE Salesmen Wanted, who call on 
men’s shoe trade, to sell WARNER SPATS. 
Good territory open in Middle West, West 
and South. Liberal Commissions. The W. W. 
Warner Mfg. Co., 317 Sycamore St., Cincin- 
nati, Ohio. 





SALESMAN calling upon the shoe trade to 
carry a side line of popular priced silk full 
fashioned hosiery. Give references and terri- 
tory covered. Hen Brown & Sons Co., 
Ontario and I Sts., iladelphia. 





SALESMEN WANTED — Many _ territories 

open for fast line of Women’s McKay 
and Goodyear Welt Arch Supports and Sports 
—Strong stock proposition retailing from $3 
to $4. Commission basis—6%—payable month- 
ly on shipments. Advances against accepted 
orders. Address C-372, care Boot & Shoe 
oe 239 West 39th Street, New York, 





SHOE SALESMEN wanted to carry our spats 
_ and shoe ornaments as a sideline. Please 
give territory and_ references with reply. 
MANOLIS MANUFACTURING CO., 4248 
No. Crawford Ave., Chicago, III. 


Salesmen or Distributors 
Wanted 


To carry as a Side Line on Straight 
Commission Basis, Authentic Nurse Ox- 
fords (A real successful line). Write 
for territories. 


EBNER SHOE COMPANY 
W. Fond du Lae Ave. 
Milwaukee, Wisconsin 








SALESMEN WANTED 
Exceptional opportunity for high grade 
men with established trade to sell direct 
from the factory a fast novelty instock 
line, retailing at $4.00 and $5.00. Ter- 
ritories open in East—Middle West and 
South—straight commission basis. Give 
full particulars. 

HANNAHSONS SHOE CO. 
Haverhill, Mass. 











MANUFACTURER'S agent with staff of 
salesmen covering entire country to carry 
side line on commission basis, small line beach 
foot wear, big selling numbers. Address C-412, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 


QNE OF AMERICA’S most progressive 
manufacturers of Children’s Turns and 
Stitchdowns requires the services of capable 
side line salesmen on a commission basis, in 
all States, Greater New York excepted, to sell 
Retail and Department Stores. Give full par- 
ticulars and references in first letter. Address 
C-417, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 


S ALESMEN WANTED to carry side line of 
leather bows. All territories open except 
New York City. Write direct to: VANITY 
NOVELTY WORKS, 1261 Atlantic Avenue, 
Brooklyn, N. Y. 


T ERRITORIES OPEN for side line salesmen 
to sell the better retail dealer high grade 
complete line of special Puritan Stitched—can 
be repaired—Stitchdowns, at popular prices in 
special short case lots, factory direct. State 
qualification, references, territory and line now 
carrying. Address C-421, care Boot & Shoe 
a al 239 West 39th Street, New York, 














SALESMAN WANTED—To carry side line 
of perfect fitting medium grade McKay 
Pumps. 18 samples. Excellent opportunity for 
live representative to increase earnings. No 
objection to another line. References required. 
Liberal commissions, settlements monthly. 
These Pumps considered best made in _ St. 
Louis. Address C-427, care Boot & Shoe 
ale 239 West 39th Street, New York, 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
For all other classified advertisements the rate is 7 cents per word. 


Minimum charge 75 cents. 


$1.25. When a box number is desired twelve words should be added for the address. 


word of the address should be counted. 


The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 


®FAdvertisements for this page must be in our New York office on Friday of the week preceding publication “@™ 


—=— 


Minimum charge 
In all other cases each 
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SHOE DEPARTMENT WANTED 








Wanted Department in 

High Grade Store Doing 

$200,000 Women’s Shoe 
Business. Rental Basis 


Address C-383, care BOOT & 
SHOE RECORDER, 239 West 
39th Street, New York, N. Y. 








SHOE DEPARTMENT WANTED 

RENTAL BASIS 
Capable of doing $40,000.00 to $50,000,00. 
Must be reputable store, prefer department 
store, am not a chain operator, but an indi- 
vidual who will give it personal attention and 
develop it into an asset to your organization. 
Have vast retail shoe experience and refer- 
ences of highest type. Address C-422, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 








LINE WANTED 








SALESMAN 


experienced selling Men’s, Women’s and 
Children’s lines. Several years with 
“Queen Quality” and ten years with 
“Walk Over.” Territory preferred near 
New York City. Address WINTERS, 171 
Hancock St., Brooklyn, N. Y. Telephone 
Lafayette 3-8704. 











LINE WANTED—Are you looking for a 
shoe salesman of twenty-five years’ exper- 
ience, selling jobbers, mail order houses, and 
chain stores—also a sales manager? Have 
covered the entire United States and a part 
of Canada. I have a large active acquaintance. 
Can give A-1 references. Address C-406, care 
Boot & Shoe Recorder, 209 So. State Street, 
Chicago, Illinois. 





RELIABLE FACTORY LINE. Illinois in- 
cluding Chicago and part of Indiana and 
Wisconsin. Twenty years’ successful experi- 
ence selling best trade. Commission basis. 
Have car. Address C-425, care Boot & Shoe 
us nal 239 West 39th Street, New York. 





G oop LINE of Women’s, Men’s or Chil- 
dren’s shoes for New York by an energetic 
young man. Will consider straight commission. 
Address C-426, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





INES WANTED EVERYWHERE. Com- 

mission basis, yes. But drawing account in 
lieu of salary. Merchants are hungry for 
footwear. Get busy, gentlemen. Selfishness 
creates fear and fear breeds disease. Loosen 
up. Create activity. Banks have plenty of 
money. The quicker you start right the sooner 
you will be cured. Address J. H. ROMSEY, 
Colonial Hotel, Cleveland, Ohio. 





LINE WANTED. Am interested in a propo- 
sition with a manufacturer of women’s 
shoes. Will travel anywhere. What have you 
to offer? Address J. S. SALZMAN, 450 Ocean 
Parkway, Brooklyn, N. Y. 





WANTED LINE. Virginia, North and South 

Carolina territory. Volume over $150,000 
fourteen years. Best reference. Drawing ac- 
count. Address C-413, care Boot & Shoe 
a. cee 239 West 39th Street, New York, 





LINE WANTED — Factory direct line of 

'.women’s style McKays, or compos, to re- 
tail $7.00 to $8.00. Pacific Northwest terri- 
tory. Have good following, can furnish satis- 
factory references. Address C-410, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





CORRESPONDENT WANTED 


BELGIUM SHOE MANUFACTURER, 21 

years, wants to exchange correspondence, 
English or French, about all shoe questions, 
with young American or Canadian manufac- 
turer. MARCEL STEYNS, Tongres, Belgium. 
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FOR SALE 


FOR SALE—Shoe sstore, located Eastern 
Ohio city of 35,000. nual pay rolls, 
forty million dollars. Modern front and store 
room. lease. Fine location. Doing a 
good business and have a clean stock. Annual 
sales, average past three years, fifty thousand. 
Illness in family, only reason for selling. 
Worth your fullest investigation. Address C- 
405, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 








ABOUT 80 American Seating Co. chairs, in 
fine condition, for sale at right price. C. J. 
WORHASS, 402 Irving Ave., Syracuse, N. Y. 





OR SALE—Shoe store, stock and fixtures, 

established 1869, progressive city, liberal 
terms, available at once. Post Office Box 594, 
Lancaster, Pa. 





POSITION WANTED 





YOUNG, energetic, window trimmer and card 
writer desires change. Capable of managing 
shoe department. Best of references. Ad- 
dress C-424, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





MANAGER AND BUYER — Ten years’ 
store and department store experience. 
Also best merchandising experience. Finest 
references. Accept position anywhere. Ad- 
dress C-423, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 


BUSINESS OPPORTUNITY | 


PARTNER in long established shoe business, 
New Jersey City. Young man with a few 
thousand dollars. Address C-419, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 








YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everyhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 








WANTED TO PURCHASE 








If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 
KIRSCH-BLACHER CO., INC. 
590 Broadway New York 
Phone Canal 6-4298 and 4299 





YOUNG MAN—Capable buyer and manager. 
Merchandising and advertising ability. 9 
years retailing men and women’s shoes, $6 
to $12 grades. Now managing store featuring 
advertised line women’s’ shoes. Desiring 


change, will consider manager or assistant in 
shoe department, store, or small chain, middle 
west. Address C-420, care Boot & Shoe Re- 
gorder. 239 West 39th Street, New York, 





MANAGER, age 30, with ten years’ experi- 
ence in women’s shoes, five years as store 
manager, also window trimming experience, 
capable of handling large volume, have initia- 
tive ability, excellent references, willing to 
go anywhere. Address C-416, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





MANAGER-BUYER, men’s shoes. Twenty- 

two years’ experience. Sixteen years buyer. 
Concerns doing volume business. Extensive 
knowledge leather, lasts, patterns, also stock 
systems, advertising, merchandising. Have 
held four positions, excellent successful rec- 
ords. H. E. PEVERLEY. JR., 1930 W. 
Magnolia, San Antonio, Texas. 


MERCHANDISE - MANAGER - BUYER— 

Fifteen years’ shoe experience, eight years 
manager and buyer, can produce, wants con- 
nection with department store or specialty shop 
that has future, to prove ability. Age 32, 
married. First class references. Address C-411, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 











PARTNER WANTED 


WANTED—Manufacturer of Children’s High 

Grade Welt Shoes desires as Partner, High 
Type Experienced Salesman, in position to 
vurchase an interest in the business. Address 
C-414, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 


HIROPODIST—Wants A No.1 shoe man, 

with some cash—for partner. Retail shoes. 
Thousands of (women’s) names in my files, 
who wear corrective shoes. I know both shoes 
and FEET. Big following. Success and profits 
assured. LOCATION, must be Philadelphia. 
Write details, for interview to (C-415. care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 











TO LEASE 


T2 LEASE—SHOE DEPARTMENT, selling 
men’s, women’s, children’s. Occupying 
large space in men’s clothing store, 50 x 125 
feet. Established 25 years, largest and leading 
store in Canton, Ill. Wonderful opportunity. 
Address E. M. NEUMANN, Canton, TIl. 
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We will pay the best price for 
your surplus or entire stocks of shoes, 
general merchandise or department 
stores. Leases assumed. 

Phone - te - Call 
All matters strictly confidential. 


I. SIMON CO. 


101 Reade St., New York City 
Phone Worth 5922 Est. 1880 














MERCHANTS’ NEEDS 





Send Glass Sizes for Estimace 
Designs and Materiais - No Obligation 


CAMDEN FT CO. 160 N.Wells St. 


ARTCRA! 
CHICAGO. ILL. 


VANITY BOWS 





Now, when the Spring season is start- 
ing, it will be to your advantage to buy 
your bows direct from 
who has satisfied the 
1910. The above bow 
$4.00 a dos. pairs in any combination 
of materials and colors you may specify. 

ese bows are made with clips so 
that they can easily be attached to the 
pump. 

Many more numbers to be had on 
request. 


VANITY NOVELTY 
WORKS 
1261 Atlantic Avenue 


BROOKLYN N. Y. 

















MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 


HOTELS 








Milbradt 
Rolling Step Ladders 


Enable you to reach your 
et shelves convenient- 
y: 

















They last a lifetime 
and 





Are made in any style, 
shape or size to fit any 
kind of shelving. 


Write for general catalog 
and let us suggest the 
best ladder for your use. 


Milbradt 
Manufacturing Co. 
Established 1895 


2416 No. 10th Street 
ST. LOUIS, MO. 









































DISPLAY PAPERS 
Change Often! 


Have you our samples? 
DISPLAY CREATIONS 
1439 Broadway, Detroit, Mich. 























PARAGON 
Shoe Stretcher and Lengthener 


latest and last word. Will extweer tweaty- 
Gve wooden Stretchers—in fact lasts « life-time 
Three sise Lasts with each machine. $15.00 thru your 
Ghee Finder or direct from us. 
LAING HARRAR & CHAMBERLIN ine. 
Sole Agents 
48 Nerth Third Street — Philadelphia, Pa. 











HOTELS 








Room and /! 49th to 50th Sts. 
"Ij TubandShower || Lexington Ave. 
$3 to 85 NEW YORK CITY 


per day 


For 2 persons 
410% || 800 Rooms 





per day 


Suites Each with Tub 
$8 to 12 and Shower 


' Special. Money Radio in Every Room 


and Yearly Ra 








Lneennees 

3 minutes’ walk from Grand Central. Times 
Square, Fifth Avenue Shops important 
1 we and 


commercia ! uding shops 
theatres nearby. 1 eo tene. tion. 











Mm, O.POL Rae co.! 


216 HOLLAND “Stoo, ST. LOUIS, MO. 





DISPLAY F F ee 


SEGALLE "SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 
SEND FOR CATALOG 





HOTELS 





The Home Hotel 
of New York 


Homelike in service, 
appointments and lo- 
cation... away from 
noise and congestion, 
yet but a few minutes 
from Times Square... 
garage facilities for 
tourists. 


Room and Bath from 
$3 single $4 double 


500 Rooms 


Home folks will 
like this hotel 


HOTEL 
BRETTON HALL 


BROADWAY at 86th ST. 
= NW YORK SSS 


THE 


VANDERBILT 
HOTEL 


Park Avenue at 
Thirty-fourth Street 
New York 


. She VANDERBILT Hotel ts ne 
more expensive than any other 
first-class hotel in New York. 

Room and bath---542% 





TO SELL MORE SHOES 


@¥or thirteen years I have 
created successful selling 
ideas for shoe merchants 
throughout the United 
States and Canada. 


Merchants and manufactur- 
ers looking for practical 
IDEAS for productive ad- 
vertising and sales promo- 
tion, write 


R. E. ANDRUSS, c/o Boot & Shoe 
Recorder, 239 W. 39th St., New York, 
N. Y. 


Ca Sc ee aa el 
Pastel Colored Lining 


Boston—Several lines of new spring 
shoes in the women’s stores of Boston 
are lined with kid in blue, green, yel- 
low and pink of pastel tones, and there 
is some report of even fancier hues. 
It is noted that the colored linings 
make an unusual contrast with the 
leathers of the vamps and quarters. 
Yet, in some instances, they come pretty 
close to matching the colors of the trims 
on the shoes. 

Colored linings have been in style be- 
fore, for the advent of — work styles, 
like skeletonized sandals and open 
shank pumps and other novelties of 
summer, reveal the inside of the shoe. 
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Poke oe ee And it is desirable to make the interest 
as attractive as can possibly be done. 
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Now— Tae 


Complete Distribution 


In every shoe manufacturing center fer cea 


we are equipped to handle with de- 
spatch regular, or emergency, needs of 
the shoe manufacturer. With a manu- 
facturing background of nearly one 
hundred years assured and guaranteed 
quality have been made possible; now ie: 
with the United Shoe Machinery Cor- 
poration as selling agent immediate 


contacts can be made rounding out 
more fully our large organization. 











We maintain our high quality standard 
and uniformity due in a great measure 
to control of all details from the raw 
to finished product. For every grade— 
for every type—of shoe we supply you 
the lace. 











THE JOSCO FABRIC TIP 
—a small, neat tip that will 
enter any eyelet with ease. It 
has no shoulder to catch, 
scratch or tear and is abso- 
lutely waterproof. The JOSCO 
tip cannot pull off for it is part 
of the lace itself which has 
been impregnated with our 
own exclusive solution to give 
it the proper rigidity and en- 
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Tips may be either fabric, met- 
al or celluloid. We recom- 
mend the recently perfected 
JOSCO FABRIC TIP. 


durance. We guarantee the 
JOSCO FABRIC TIP to out- 
last the lace in ordinary use. 


Shoe Lace Company, Ltd. 


(Successor to Joslin Mfg. Co., Established 1865) 
PROVIDENCE, R. I. 


SELLING AGENT 
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UNITED SHOE MACHINERY CORP., BOSTON, MASS. 

















le cami: amma 
Boot and Shoe 


Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of THe Boot anp 
SHoe Recorver is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
éndustries relating to shoes and leather, 
their production and distribution. 


A Buying Guide to 





BOOTS AND SHOES 
Athletic Shoe Co., Chicago, III 


Bancroft-Walker Co., Boston, Mass 

Bass, G. H., & Co., Wilton, Me 

Biarritz Sandals, New York City 

Bleecker Shoe Co., New York City 

Blog Shoe Findings Co., New York City. .50, 60 
Bob Smart Shoe Co., Milwaukee, Wis 

Brooks Shoe Mfg. Co., Phila., Pa 

Brown Shoe Co., St. Louis, Mo 


Capezio, New York City 
Chase, W. S., & Sons, Haverhill, Mass. . 
SS Braided Sandal Corp., New York ” 


Pn Theatrical Shoe Co., Chicago, Ill.. 

Clapp, Edwin, & Sons, Inc., E. Weymouth, 
Mass. 54 

Colt-Cromwell Co., New York City 

Connell, J. M., Shoe Co., So. Braintree, 
Mass. 

Coon, W. B., Co., Rochester, N. Y 

Crafts, G. P., Co., Manchester, N. H 

Crescent Shoe Co., New York City 


Dun Deer Sandals, Inc., Auburn, N. Y.... 57 


Ebberts, John, Shoe Co., Buffalo, N. Y.... 
Edwards, J., & Co., Phila., Pa 
Evans’, L. B., Son Co., Wakefield, Mass.... 


Fried, Lazarus, & Sons, New York City.. 50 
Friedman, B., Shoe Co., New York City... 51 


Gibbon, C. 8., Phila., Pa 

Gilbert Shoe Co., Thiensville, Wis 

Glenn Robertson Shoe Co., Minneapolis, 
Minn. 64 





Greenwald Shoe Co., New York City 





IN THIS ISSUE 


THE VOICE OF THE TRADE 
SHOES SMARTLY STYLED 


SUMMERWEIGHTS AND 


DISTINCTIVE EXTERIORS 
Snap Up Your NEWSPAPER ADS... 


ANALYZED 2,500 PAIRS OF SHOES.... 


THE MONTH IN HOosIERY 
BALANCED Hosiery STOCKS AND BAL- 


NEws 0’ Hose 
SHOE NEWS 


News and Comment of the Week 27 
For Spring and Summer Sports. 30 


To Sell in Sport Shoe Season.... 32 
Sport Shoes for Juveniles 

By Frank H. Willard 

By Arthur D. Anderson 


By G. E. Janes 
Shoe Stores Lead the Way...... 39 
What Live Shoe Merchants Are 


Work of Boston Research Bu- 
Market and Style Developments. 44 


By Bessie M. Grout 
Happenings in the Trade 
What’s Doing Everywhere 





Horwitz, Vincent, Co., New York City 
Hoyt, F. M., Shoe Co., Manchester, N. H.. 


Keith, Geo. E., Co., Brockton, Mass 
Kendall Shoe Co., Haverhill, Mass 


Levey Bros., New York City 

Lyon & Co., New York City 
McElroy-Sloan Shoe Co., St. Louis, Me 
Morse & Rogers, New York City 
Nettleton, A. E., Syracuse, N. Y 


NuWay {shoe Co., New York City 
ae. Bush & Welden Shoe Co., Milwaukee, 


Old Colony Shoe Co., Brockton, Mass 


Packard, M. A., Co., Brockton, Mass 


Paristyle Footwear Mfg. Co., Ine., 
York City 


Pontiac Shoe Mfg. Co., Pontiac, Ill 
Powell & Campbell, New York City 


Reynolds, Bion F., Brockton, Mass 
Richards & Brennan Co., Randolph, Mass... 
Rivoli Slipper Co., Inc., Newark, N. J 
Roberts-Johnson & Rands, St. Louis, Mo.. 


Saks, M. J., Shoe Corp., New York City... 
Schwartz & Herder, Inc., Phila., Pa 
Shaft-Pierce Shoe Co., Faribault, Minn.... 
Smith, Wm. Summer, Chicago, IIl 
Stacy-Adams Co., Brockton, Mass 


United States Rubber Co., New York City, 
Front Cover 


United States Shoe Co., Cincinnati, Ohio... 25 


Valley Shoe Corp., St. Louis, Mo 
Vitality Shoe Co., St. Louis, Mo 


Weiss, J., Shoe Co., New York City 
hei Ag -Everston Shoe Co., Cedar om 
I 


LEATHER AND OTHER MATERIALS 


Armstrong Cork Co., Lancaster, Pa 


Evans, John R., & Co., Camden, N. J...22-23 
Hubschman, E., & Sons, Inc., Phila., Pa... 12 
Levor, G., & Co., New York City.......... 2-3 
New Castle Leather Co., New York City... 8 
eee Leather Co., Trust, Boston, 
Ohio Leather Co., Girard, Ohio 


Surpass Leather Co., No. Philadelphia, Pa.. 14 


SHOE STORE EQUIPMENT 
Camden Artcraft Co., Chicago, Ill 
Display Creations, Detroit, Mich 


al Harrar & Chamberlin, Inc., Phila., 
abun ee ESEHS bURT HOA 08 Medes ds ieeies.« OO 
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Our Advertisers In This Issue 





MACHINERY, LASTS, MFRS.’ SUPPLIES, 


Co., St. Louis, Mo 
DRESSINGS, ETC. 


Milbradt Mfg. 


Pollinger, M. D., Co., St. Louis, Mo. 


Beckwith Co., Boston, Mass 
Segall & Co., Phila., Fa 


Shee Form Co., Auburn, N. Y 


United Last Co., Boston, Mass 


United Shoe Machinery Corp., Boston, 
| rere 18, 48, 61, 3rd Cover 


SHOE ORNAMENTS 


= Slipper Supply Co., New York ‘ 


MISCELLANEOUS 


Vanity Novelty Works, Brooklyn, N. Y.... 
American Weekly, New York City 


Hotel Bretton Hall, New York City 
Hotel Edison, New York City 
Hotel Martinique, New York City 
SHOE ACCESSORIES Hotel Montclair, New York City 


Jehnsen Products, Inc., Indianapolis, Ind.. 59 Hotel Gov. Clinton, New York City 


, Manolis Mfg. Co., Chicago, lll 


Miller, O. A., Treeing Mach. Co., Brock- 
ton, Mass. 21 


Illinois College of Chiropody, Chicago, Ill.. 


Kirsch-Blacher Co., New York City 


Scholl Mfg. Co., Chicago, Ill 


, I., Co., New York Cit 
Shoe Lace Co., Ltd., Providence, R. I panes o wc ile — 


Stephenson Laboratories, Boston, Mass... . 
The Sheldon Hotel, New York City 


United Hotel, New York City 


HOSIERY 
Vanderbilt Hotel, New York City 





Brown, Henry, & Sons Co., Phila., Pa.... 4 
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Editor 
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Next Week 


you will find 
in the 


Boot and Shoe 


‘Recorder 


S UPER-MACHINE at 246 miles per 

hour, piloted by Captain Malcolm 
Campbell—and yet it is far from de- 
serving title “the greatest mechanism 
of locomotion on earth’. Reserved 
for this issue a feature for National 
Foot Health Week, April 20-25, show- 
ing Campbell’s car compared with 
human foot, mechanism for mechanism 
—unique in telling the public through 
service in shoes that good feet also win. 


a am 


| bya easy times, a well organized busi- 
ness runs along pretty much on its 
own momentum. In times of stress 
leadership becomes all important. . By 
studying the qualities of leadership 
that have enabled others to succeed, we 
learn much that will make us more 
efficient, whether our particular respon- 
sibility happens to be the management 
of a shoe store, a department or a vast 
manufacturing enterprise. 

So in next week’s issue we present 
another of our series of pen portraits 
of outstanding men in the shoe and 
leather industry. And, with the Joint 
Styles Conference in the offing, it’s 
both significant and appropriate that 
this man won his reputation chiefly in 
the realm of style. 








TWO FAMOUS 
FOUNDATIONS 


CHRYSLER BUILDING vo 
N. Y. 


68 stories above ground 
3 stories below ground 
to bed-rock. 


. y . ‘ 
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nS 
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VULCO-UNIT BOX TOE 
and 


THE UNDERSTRUCTURE OF 
THE CHRYSLER BUILDING 


SR the Chrysler 


Building —that magnificent tower of 


FEEPEEY 
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HAC EERUEREEEREEELE 
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modern architectural beauty, the builders 


mead = 


have carefully placed a safe and endur- 
ing foundation. Likewise — the modern 


manufacturer selects Vulco- Unit Box 


A Bl kt eS ne 
Pe t “ 
" 3 


Toes as a safe and enduring foundation 
upon which to build the style and beauty 


of his shoes. 


BECKWITH MFG. COMPANY 
eManufacturers of Uulco ‘Products 
STATLER BUILDING BOSTON, MASS. 
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Indisputably — 








THE DOMINANT $10.00 SHOE 


—In the New Field of $8.50 and 
$10.00 shoe retailing 
































We use this means of expressing to the hundreds of contestants our very deep 


appreciation for their splendid answers to the question, 







“What is a $10.00 Shoe?” 








The committee on awards found appreciably strong points of real merit in each 
contestant’s answer, as each was carefully and quite impartially considered—con- 
testants’ names and identity being withheld from the committee. 







THE PRIZES FOR BEST ANSWERS WERE AWARDED AS FOLLOWS: 






First — John C. Helton, Troy, Alabama 
Second — Mildred Schaufele, Defiance, Ohio 

Third — Thomas H. Craig, Jr., Washington C. H., Ohio 
Fourth — D. D. Martens, Newport News, Virginia 








We shall not undertake to publish the answers in detail. However, if we might 
do so, the eyes of the shoe world would open more glaringly with a new interest 
—at the selective Blue Print thus drawn for a real $10.00 shoe, which outsteps 
all former maximums in the manner of attesting it as a new preferential worth 
in shoe values. 

For lack of space in this issue, we regret having to postpone a synopsis of all 
answers—giving a complete consensus—hence we must ask indulgence in a con- 
tinuation of the subject which will appear on pages 4 and 5 of the April 28th issue 













of the Recorder. 









An inspection of our line will reveal that fine, top quality, and elegance—for 
dependability in the light and airy type of footwear—that DOMINANT $10.00 
SHOE—along with corresponding prominence in the $8.50 grade. 


" Diatinetively P ed 1g O- la ke fo? hoe (<o. Distinctively | 


Fine Footwear Fine Footwear 













Saint Louis, Missouri fer Women 





for Women 


Vol. 99, No. 5. Published every week by the Boot & Shoe Recorder Publishing Company, Division of United Business Publishers, Inc., 239 W. 39th 
St., New York, N. Y. Entered as second-class matter Sept. 19, 1925, at the Post Office at New York, N. Y., under the act of March 3, 1879. 
Subscription price, $3.00 per year. Printed in U. S. A. 
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TRADE MARK 
DIRECTORY 
[BOOTS SHOE | 


‘ iim TELL me 
































THIS IS A REPRODUCTION OF 
THE COVER OF THE 1931 DIRECTORY 
OF TRADE NAMES AND BRANDS OF THE SHOE, 
LEATHER AND ALLIED INDUSTRIES. 


THIS DIRECTORY WILL CONSTITUTE SECTION 2 OF 
A REGULAR ISSUE OF BOOT AND SHOE RECORDER. 


MANY MANUFACTURERS, WHOLESALERS AND 
TANNERS WILL WISH TO SHOW THEIR TRADE MARK 
DESIGN OR SPECIAL LETTERING, AND FOR SUCH A 
PURPOSE WE OFFER IN THIS DIRECTORY, TWELFTH 
PAGE SPACES AT A STANDARD RATE OF $25.00. 


YOUR TRADE MARK PLACED IN THE BOOT AND 
SHOE RECORDER TRADE MARK DIRECTORY 
WILL HAVE A CIRCULATION 
OF MORE THAN 


42,000 


UU 















This “Modern” Rubber Opens the Way 





to Increased Profits 






New Beauty—Smarter Fit 
Extremely Light Weight 









Women’s Ariel Oroquet 
Choice of Black or Sierra 
Brown. Moire finish. 


sy /. 


Ariel Rubbers are 


Men like this Clog . modern protection for modern shoes. Modern in appearance 
—the subdued luster of their finish suggests fine footwear: 
Modern in fit—they follow the lines of the shoe so snugly 
that they seem almost a part of it: Modern in airy lightness 
—“you hardly know you have them on.” 

Modern in convenience,- too, the patented, non-tearing, 
highly elastic edge makes it easy to “stretch” them on or off 
with just one finger and they fold into a tiny package for 


























carrying. 
Men like the Ariel Clog be- The experience of many leading shoe stores and shoe de- 
cause it is so light and fits partments proves that Ariels sell readily even to those not in 
snug without binding. As the habit of wearing ordinary rubbers. Truly, a rubber for 
satisfactory with spats as “moderns.” 
without. And every merchant appreciates the faster turn-over in- 


sured by the full elastic construction which eliminates half 
sizes and makes it possible to fit a much larger variety of 
shoe lasts. 

For prestige as well as profit we suggest Ariel Rubbers. 


EXTRA PROFITS Let us send you complete information. 


A well-known firm in Buf- Mishawaka Rubber & Woolen Mfg. Co. 


falo sells Ariels with al 
o sells Ariels with almost 280 Water St., Mishawaka, Indiana 


every pair of women’s shoes 


—several hundred pairs in (Inquiries from the New England States and Greater New York should 
the last few weeks! Ariels be addressed to Dunham Bros. Co., Dept. A, Brattleboro, Vermont) 


are patented, there are no 
others like them. B A L te B A N D 


With the Famous RED BALL Trade-Mark 
GALOSHES —. ARCTICS — RUBBERS — TENNISSHOES — ete. 
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ws “+ FALL ; » 


VICI ——s 6: A Brown reflectin 4 the peeeem mal F. a l I fash 1ons. 


VICI 21 7 ¢ Cold feet will be warm in this deep 


chocolate Brown. 


VIcI 225: A Brown bespeaking Fall, a luxury 


for women and a necessity for men. 


VICI 505: A triumph in Fall Blues. 


VICI 41 2: An unmistakable Fall feeling ts in 
this subtle Green. 


VIcI 3 25: A Beige of individual character, yet 


harmonizing with other colours. 




































VICI 402: Black Velvet, still the salient 


feature in the world of fashion. 
LLACKS * 


cl 401 ¢ Black Mat, continuing the 
rage for the dull Black shoe into another season. 


VICI 400: Black Glazed, famous with 


two generations the world over. 



















ROBERT H. FOERDERER, INC. SEND FOR 
FRANKFORD, PHILADELPHIA SWATCHES 


VICI kid 


REG. U.S. PAT. OFF. 
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ere is Humanized Advertising 


That Is Really Selling Shoes 


Vitality shoes haye more then rare eye 

thew solid leather construction 
‘and coretul workmanship represent the 
highest achvevement of the world’s larg: 
est shoe manulocturers. Sizes 2 101" 
Widths AAAA to EEE 











Tune in... 
Every Wednesday Evening 


(10 P.M., Eastern Standard Time) 





EWSPAPER advertisements that live and breathe... oe ae Gas 
ads that sparkle with human interest because they ey a 
talk about interesting human beings... ads that sell pee enneeetaepiasnese 
shoes because they translate ordinarily dull shoe facts into 
understandable terms of style, comfort and long wear. 


This unique custom-made advertising service is exclu- 
sively the advantage of VITALITY dealers. For only 
VITALITY advertisements can feature the outstanding Aor eR 
stars of the stage and screen who are on the air each és 
week in “Vitality Personalities” over a nation-wide 
hook-up of-the Columbia Broadcasting System.* 


Thus alert shoe merchants are able to synchronize mer- 
chandising effort with one of the most popular radio 
programs of the day. 

















VITALITY shoes are for women, men and boys. 
For women—AAAA to EEE, sizes 2 to 11, to retail at $5 and $6. 
For men—AAA to G, sizes 5 to 14, to retail at $5 and $6. 
For boys—A to E, sizes 1 to 6, to retail at $4 and $5. 








* Guest Artist, April 15th— Beth Challis, beautiful young RKO star. Don’t miss 
her lovely songs... and the music of Freddie Rich and his Vitality orchestra. 


pS 


ITALITY SHOE COMPANY |) 


BRANCH OF INTERNATIONAL SHOE co 














a 
(ee 
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1509 Washington Ave., ST. LOUIS, MISSOURI 








> 
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donand: LINE. 
and BALANCE 


Shoe Stylists give great care and 
attention to heel design. Mears 
Wood Heels are impressively 
correct in design and are used on 


America’s most distinctive shoes. 


When women select shoes today, 
they insist upon buying fashion 
as well. When you use Mears’ 
heels on your shoes, you provide 
the utmost in beauty, quality, and 
finesse; so essential to smart foot- 


wear. 


Women prefer Wood Heels because they 


are lighter and have graceful lines. WO O D Rn. Vf 
== HEELS 


FRED W. MEARS HEEL COMPANY, Inc. 


AUBURN, MAINE ST. LOUIS, MISSOURI COLUMBUS, OHIO AUBURN, NEW YORK 


Associated Companies 


Conway Wood Heel, Company, Conway, N. H. Merrimack Wood Heel Company, Salem Depot, N. H. 
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IMPORTANT NOTICE TO THE TRADE 


Threats of injunction have been made against retailers and manufacturers by L. Alterson & Co. 
for the sale of concealed sides buckles prior to the issue of any patent thereon; some have dis- 


continued their use; others have not been deceived by Alterson’s claims. 


following facts your very careful analysis. 


Please give the 





October 13th, 1930, Alterson wrote 
to C. G. King & Co., Inc., stating 
among other things as follows: 


“Your buckle No. 35 has been 
sent to us by one of our cus- 
tomers, showing us that you are 
infringing on our Patented Tulip 
Buckle. 

“If I will not hear from you 
within a week’s time I shall 
turn this buckle over to our at- 
torney together with your Ad 
that you have in the Boot & 
Shoe Recorder, issued October 
11. 


“It represents the same princi- 
ple and a downright infringe- 
ment on our patent.” 


At that time, all of the claims for 
the Alterson patent in application 
had been rejected by the Patent 
Examiner, therefore his statement 
as above was a deliberate false- 
hood. No answer to our letter of 
inquiry for details of the alleged 








Hauser patent No. 58480, July 26, 1921 


Hauser patent buckle in use 


Alterson was requested to cease in- 
fringing on this design patent; to 
account for profits and damages. 
Also stated : 

“We again call your attention 

to our wmvitation of March 2nd 

to sue us on this patent 1795273, 

in the event you continue to 

threaten our customers with suit 

in @ manner which would 

amount to unfair competition.” 


On March 18th, 1931, Louis Alter- 
son made and kept an appointment 
at our factory office and in the 
presence of two witnesses very 
willingly made an agreement with 
C. G. King for an exchange of 
licenses without royalty for the 
manufacture and sale of concealed 
sides buckles under the Hauser 
patent 58480—July 26, 1921 and 
the Alterson patent 1795273— 
March 3, 1931. 

Here is an extract from our let- 











patent was ever received. On 
October 4th, 1930, the Patent Examiner 
wrote Alterson’s patent attorney as fol- 
lows: 

“In response to amendment filed Sep- 

tember 30, 1930. 

“It is not believed that this device dis- 

closes anything patentable over the art 

of record, The claims are therefore all 

rejected. 

“Applicant may consider this action final 

if he so elects.” 

tats EB. C. Reynolds, 
XAMINER 

We have purchased exclusive rights to the 
Hauser patent in the shoe industry which 
anticipates Alterson’s patent for concealed 
sides buckles by nearly ten years. We will 
continue to furnish this line of buckles, 
including fourteen numbers design pat- 
ented by us. 
Oval loop-end concealed sides shoe 
buckles made for several years have in- 
fringed the Hauser patent, now controlled 
by C. G. King & Co., Inc. 
Again on March 5th another letter was 
received from Alterson & Co.’s at- 
torney. 
In response to this our attorney wrote to 
Alterson stating that we believed that 
Alterson’s patent 1795273 was anticipated 
by Hauser’s patent 58480 of July 26, 1921. 


No. 4983 — New ; re- 
ceding sides buckle 


Ne. 6053 — New re- 
ceding sides buckle 


No. 6054— New re- 
ceding sides buckle 


No. 6055— New re- 
ceding sides buckle 











ter of confirmation: 


“We are enclosing a contract which in 
fact is an exchange of free licenses 
drawn by our attorney, Mr. Jenckes, 
and which we hope you and your at- 
torney will find in good form. 
“As orally agreed, in addition to friendly 
— of licenses of the two patents 
ladly agreed that there shall be no 
wal ict of designs; each party continu- 
ing to manufacture those og 4 al- 
ready put into the market by him 
“We feel quite confident that by this 
pleasant outcome of our differences both 
parties will be able to have a profitable 
business with this type of buckle.” 
This agreement was put into legal form 
by our attorney as agreed upon and sent 
to Alterson for signature. You will be 
in good position to analyze Alterson by 
the response received. -To our surprise, 
Alterson’s attorney writes on March 27 
in part as follows: 
“TI have been retained by L. Alterson & 
Company, who have turned over to me 


your various letters and your suggested 
cross-licensing agreement for attention. 
“You are hereby formally gene to 
cease at once the manufacture an a /or 
sale of any buckle which in anywise 
infringes. upon the Alterson Buckle 
Patent, in default of which I shall 
adopt ” such legal measures as I may 
deem advisable to restrain your con- 
tinued infringement.” 


This brings the matter up to date. 


As some of our important customers will not risk threatened litigation we are furnishing 
modifications of active selling numbers that make them even more attractive and having 


daintily exposed sides. 


Samples will soon be available—order them now. 


The litigation in prospect is in your interest—your business and encouragement will help us 


greatly. 


C. G. KING & CO., Inc. 


46 CHESTNUT ST. 


PROVIDENCE, R. I. 
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ESKIMO CALF—a plump weight 
water resistant leather in two 
beautitul complementary colors, 
Sanditan and Rambler Red. Fav- 
ored tor moccasins and other 


sport shoes for spring. Eskimo 


Calt is also available in black. | 


A. F. GALLUN & SONS CORPORATION, Milwaukee, Wisconsin 


GALLUN. 
LEATHERS 


wt WAYS STAN DAROS @. f ae oe ee Sn ee 


9 





































































































Maintained its high standard of beauty 


and excellence. 


Fancy Willow’s progressive superior- 
ity will shortly be reflected in the New 
Fall Shades. 


Follow carefully our selection for Fall. 


Lyre red 
Fancy Willow? 
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women buy two pairs of 


shippers each year .... 


Cash in on this extra pairage today, tomorrow, 
next week and next month by putting a little pres- 
sure back of your slipper business. Don’t wait for 
the holiday season — Da-Time slippers sell the 
year ’round. They will, make 
handsome profits for you, 
profits you should be making 
right now—not next month or 
next season. 


DA-TIME ©: 








IN STOCK 


Made of Genuine Kid in Red, Blue, 
Green, Black, Patent, Purple, lined with 
first quality fast color rayon, guaranteed 
to wear, full breasted 13/8 baby Spanish 
heel, kid bow to match, eight iron leather 
sole, steel shank. 

[In stock in A and C widths, sizes 21 to 9. 
Also available in all colors of crepe satin, 

rayon lined, at $2.10. 














Da-Time slippers are outstanding values—fine in 
quality—low in price. They are built over regular 
shoe lasts and carry steel shanks, thus affording 
the fit and support that is essential. The special 
counter they contain pre- 
vents slipping heels and 
they give the wearer a world 
of comfort during leisure 


HANO TURN 


SLIPPERS 


Write for a new In Stock Catalogue 








TERMS 


5%—30 Days 








Sideline salesmen wanted 
$7-10 for all territories 





IN STOCK 


Made of fine quality kid.upper, lined with light colored guar- 
anteed satin; over a modified toe last with a 13/8 Cuban heel— 
8 iron leather sole—steel shank. In stock in black, blue, red, 
purple and green kid—and Patent leather. 

A and C widths, sizes 242 to 9. 


SACHS 





& VIGORIT-H 








IN STOCK 


Made of selected kid upper with genuine full kid lining; full 
breasted 13/8 baby Spanish heel, 8 iron leather sole—steel 
shank. In stock in black, blue, red, purple and green kid, aleo 


patent leather. 


A, B and C widths, sizes 242 to 9. 


INC. 





, 
30 DUTTENHOFER BLDG., CINCINNATI, Ou. 
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L vcellence within the shoe ~ 


Manufacturers of all grades of footwear are con- 
fronted with the same problem — how to give the 
wearer the most quality and style for the price asked. 
Celastic, long the choice of makers of high-quality 
shoes, is now finding universal favor among manufac- 
turers of popular-priced footwear. Perfect reproduc- 
tion of the style lines of the last, plus the comfort of 
a toe free from ridges and loose linings, enable manu- 
facturers in all price fields to offer their customers 
greater footwear value. 


UNITED SHOE MACHINERY CORPORATION 


THE QUALITY BOX TOE 
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CROSSETT 


meets you in the spirit 
of the times with 


NEW PRICES 


Interesting reductions that 
mean’ correspondingly _ in- 


Stock No. B600 = 
CROSSETT Z creased profit to the dealer— 


(Branded Only) 
Black Calf, Kenmore and greater sales volume. 


NEW STYLES 


Last. 
Widths: A, 7 to 11; B, 6 to 
11; C, D, 5 to 11. 

Nine new Spring models and 


four new lasts rounding out 


To Retail a style choice covering 30 


Very Profitably smart numbers—all ready to 
at ship—all in proved demand. 


Stock No. B823 
EW 


(Unbranded or Superior Shoes 


Actually—though offered at 
lower prices—we have never 
issued shoes that do higher 
credit to Crossett value stand- 


ards, 


Speedy Service 
from Stock 


Geared to beat our last year’s 


Stock No. B820 
LEWIS 


(Branded Only) ~ > See. 
Black Calf, Maine ae = record of 97% complete ship- 


oS To Re tai l ment of all orders same day 


received. Complete Spring 
Very Profitably In Stock Folder promptly 


at sent at your request. 


$@G50 * 


to CROSSETT 
wis SGR50 SHOE CO. 


Branded) 
Calf, Arch- 


Sines and Widths: A. 1 to 11; FACTORY AT AUGUSTA, ME. 
ae 212 ESSEX STREET, BOSTON, MASS. 


* 


Coast Representatives 
A. F. Medine, 573 Haywood Hotel, 
Los Angeles 
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Imitation Is the Sincerest Flattery 








YOU NEED 
NO LONGER 
BE TOLD 
THAT YOU 
HAVE AN 
EXPENSIVE 
FOOT 





AAAAA to EEE-Sizes 1 to 12 


ENNA JETTICK SHOES, Inc. 
Auburn, N. Y. 
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Would You Like to Knon- 


about a young man’s line that will increase your 
sales? Write us for full information about 


The Only Shoe in the Country with 
Bandage Arch Support to Retail at $5.00 





Pattern so drafted assuring 
a Snug fit around the Ankle. 














2 width Combination at heel. 
1 width at Instep. 
Insole at Ball 1/32 wider than Standard. 











Ventilated Insole 
showing Steel Shank: 











Inside and Outside Bandage Support. 
by lacing, forms a Bandage around 
waistline of foot, holding the foot 
properly within the shoe and forms 
a flexible Support to the Arch. 











Low points in Insole 
comfortably fit the Big Bones of the Foot. 


i Improved Flexible Steel Arch Support. ] (Require no breaking in.) 


The UTLEY Three-Way Combination Arch Support Shoe has built-in 

features that really and truly create comfort—plus many supports that are not 

found in any other shoe. The built-in features are visible within the shoe, 

which will easily assist you in convincing your customers that the UTLEY 

Three-Way Support is correct in every detail and will provide absolute 
comfort. Stylish, too. 

















The exclusive features, the fine quality of materials, and the 
high standard of construction, make the UTLEY line a 
leader in the field of dress shoes that retail profitably at 


$5.00 and $6.00 


Another thing to your advantage is the convenience of our 
IN STOCK service. Consider our factory your warehouse 
from which you can draw frequently and promptly. 


Enjoy the quick turnover and bigger profits on a minimum 
investment. 
Write for Catalog. 


B, C, D widths. 6-11— 


$3.50 


HARSH & CHAPLINE SHOE Co. 


MILWAUKEE WISCONSIN 
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Complete Distribution 


In every shoe manufacturing center — . a ll 


we are equipped to handle with de- 
spatch regular, or emergency, needs of 
the shoe manufacturer. With a manu- 
facturing background of nearly one 
hundred years assured and guaranteed 
quality have been made possible; now 
with the United Shoe Machinery Cor- - 
poration as selling agent immediate 
contacts can be made rounding out 
more fully our large organization. 











We maintain our high quality standard 
and uniformity due in a great measure 
to control of all details from the raw 
to finished product. For every grade— 
for every type—of shoe we supply you 
the lace. 











THE JOSCO FABRIC TIP 
—a small, neat tip that will 
enter any eyelet with ease. It 
has no shoulder to catch, 
scratch or tear and is abso- 
lutely waterproof. The JOSCO 
tip cannot pull off for it is part — 
of the lace itself which has SECTION or 
been impregnated with our PICKER ROOM 


Tips may be either fabric, met- 


al or celluloid. We recom- 
mend the recently perfected 


durance. We guarantee the 
JOSCO FABRIC TIP to out- 


JOSCO FABRIC TIP. last the lace in ordinary use. 


Shoe Lace Company Ltd. 


(Successor to Joslin Mfg. Co., side Ys, 
PROVIDENCE, R. I. 


. SELLING AGENT 
UNITED SHOE MACHINERY CORP., BOSTON, MASS. 


own exclusive solution to give | : 


it the proper rigidity and en- 
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Durable as 


a Cord Tire— 


That’s Why There’s a Constant 
Demand the Year Around for 


GRO-CORDS 


HE demand for shoes with Gro-Cords is such 

that it’s decidedly profitable to carry all sizes 
and styles. Made of tire cords and pure rubber, 
they’re as durable as a good cord tire. Being ON 
END, the cords in GRO-CORDS wear longer and 
assure a lasting Non-Slip tread . . . this because 
wear keeps the ends of the VERTICAL cords bare. 


Your manufacturer knows Gro-Cords build repeat 
business constantly. Write him . . . today. Inquire 
especially about the King B. It’s a great favorite 
for walking and golfing. The cleats are so shaped 
and placed they grip in every direction... and clear 
themselves of earth as they flex while walking. 
Officially adopted by the Boy Scouts 


of America. Also recommended by 
Safety Engineers in every industry. 


LIMA CORD SOLE AND HEEL Co. 
ace - Lima, Ohio 


The Gro-Cord Men's TaD GOCE WY NW), WY) 

King B Sole and Heel. N12 XX) NZ NZ \ § aN \Y2 NE ZS 
As comfortable as it's Ne Ney A \ 

long wearing. The N le WHY & Ny 
it Non-Slip through- SO L 3 S = : & LS 

out its long life. AN >) 


FULLY PROTECTED BY NUMEROUS PATENTS 
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Standardize on 


Cvansi Brande 
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HAS NO 


ee 
SURFACE - - 


By the use of any good standard shoe dressing RUBY KID 
may be finished by the shoe manufacturer to any desired 
degree of EBONY LUSTRE. + Our special process of 
manufacturing RUBY KID avoids the building up of an arti- 
ficial surface in its finish—thereby safeguarding the shoe man- 
ufacturer from difficulties that often arise in the finishing room. 
@ And in the shoe that bright finish, characteristic of RUBY 


KID, remains to the end. 


EVANS LEATHER | 
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Shoe of Color No. 10 Rajah 
KADOS SHOE MFG. CO., BROOKLYN, N. Y. 


ROBERTSON 


LEATHER CO NEW YORK 
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¢ OD NADI¥H D 


This Oxford 
made over our 
WINDSOR 
Last, is typical 
of the style 
and value 
fou)»nd 
throughout 
our line. 


C.> Be 
ALDEN 


COMPANY 


ad 


DESIGNERS & MAKERS 
OF MEN’S FINE SHOES 


ABINGTON 
‘MASS: 
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IN STOCK 


LOT No. 370 
* Brown Imported Calfskin 


LOT No. 375 
Black Imported Calfskin 














No 
Marred 


Floors 
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more for their money 


here’s the way to win them! 


Don’t miss the importance of Good- 
year Wingfoot Soles in these days 
when people demand a lot for their 
money. 

There’s nothing you can add to a 
shoe which adds so much extra service, 
so much extra wear as these tough, 


sure-footed, wear-resisting soles. 


en 


Boot AND SHO& RECORDER 
combining THE SHOE RerTalILer, April 11, 1931 


To worried parents of active girls 
and boys—to salesmen, policemen, 
mailmen, workmen and all the people 
who give their shoes hard service and 
want good “mileage”— you can offer 
no stronger selling argument than 
Goodyear Wingfoot Soles. And on top 
of all that, they’re mighty good looking. 


wml I 





If you wish a catalog illustrating all Packard IN-STOCK STYLES solve the 
styles in stock for Spring and Sum- Cf. retailer's problem of low inventories, 
, —_* quick turnover and successful selling. 


mer, address Dept. S. 








on E 


63 STYLES 
IN STOCK 


SHOE 


805. The Strand 


459. The London 458. Brown Waterproof 
In Black Calf 


White Buck, Blk. Cf. Trim Moccasin, Double Sole 
460 Same with Tan Trim 
443. The Devon 441. The Barclay 


451. The Belmont 
White Eric. Blk. Cf. Trim In Bleck Calf A Light Weight Oxford 
444 in Russia Calf In Black Calf 


452 Same with Tan Trim 
797. The Raleigh 442. Same 


406. The Baron 
Brown Elk Saddle Oxford In Black Calf Style in 
Rubber Sole 798 in Russia Calf Russia Calf 


M. A. PACKARD COMPANY 
BROCKTON, MASS. 
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